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When the National Multiple-Duty Accounting Machine is used for different 
jobs, a separate stop-bar is provided for each job, and the stops are arranged to fit 
that particular application. To change from one type of work to another, requires 
merely unlatching the bar in use and replacing it with another. This takes but a 
matter of seconds, for there are no screws, catches, or fittings to fuss with. 


Trained operators are not necessary—it can be operated by anyone who can 
type and run an adding machine. National’s standard, full-visible, flexible key- 
board increases listing speed. National’s ciphers are automatic, corrections can be 
made before depressing the motor bar, and the printing line and all previous post- 
ings are fully visible. There is front-feed insertion for forms, and many automatic 
features which simplify its adaptation to different kinds of work. 


Do you know about the other Nationals expressly designed for bank use? 
They’re all described in the new, illustrated 64-page booklet shown at the right. 
Your local National representative will be glad to hand you your copy. 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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A NEW, ILLUSTRATED 64-PAGE 
BOOKLET describes the services 
of each of the many National 
machines expressly designed 
for bank use. Shows how they 
can speed work in every de- 
partment. Ask your local Na- 
tional representative to bring 
you your copy. You'll find it 
helpful. Have it handy when 
accounting problems arise. 
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CASH REGISTERS - ADDING MACHINES 
ACCOUNTING MACHINES 





FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


Our Field Warehouse Service is different. Our 
integrity, experience, responsibility insurance, 
operating methods and long record of valid bail- 
ment guarantee its quality. The difference gives 


you maximum service and security. 


* 


OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. * Healey Bidg., Atlanta 3, Ga. * 60 State St., Boston 9, 
Mass. * 14 Lafayette Square, Buffalo 3, N. Y. * Liberty Life Bldg., Charlotte 2, N. C. 
120 So. LaSalle St., Chicago 3, Ill. * Thomas Bidg., Dallas 1, Texas * National Bank 
Bidg., Detroit 32, Mich. * Roosevelt Bidg., Indianapolis 4, Ind. * 121 W. Forsyth St., 
Jacksonville 2, Fla. * 520 W. Seventh St., Los Angeles 14, Calif. * First National 
Bank Bidg., Memphis 3, Tenn. * 16 So. Broad St., Philadelphia 2, Pa. * Keystone Bidg., 
Pittsburgh 22, Pa. * 222 Spring St., Shreveport 69, La. * 8th & Locust Sts., St. Paul 1, 
Minn. * 243 Kearny St., San Francisco 8, Calif. * University Bldg,, Syracuse 2, N. Y. 


New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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You are cordially invited to use The First National T 
Bank of Chicago as your correspondent. To serve you, ‘ 
and to insure prompt attention in all correspondent 0 
bank relationships, there is an experienced group of 
officers which devotes its entire time to this work. B 
B 


Epwarp E. Brown, Chairman 
James B. Forcan BentLey G. McCioup 
Vice-Chairman President 












BANK AND BANKERS DIVISION OFFICERS 





Joun J. ANTON Vice-President 


Tuomas J. Nucent Vice-President 
Harotp W. Lewis Vice-President 
Me vin H. Tutes Asst. Vice-President 
Verne L. BartLiInG Asst. Vice-President 
Cuar_es F, NEWHALL Assistant Cashier 
Epwarp DECKER Assistant Cashier 


Victor C. von MEDING Assistant Cashier 












The First National Bank of Chicago 


Building with Chicago and the Nation Since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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ACROSS-THE-TABLE TAX ADVICE 


. . on provisions of the 1948 Revenue Act 
- - - how it affects you - - - how it benefits you 


Montgomery’s Federal Taxes — 1948-49 


ESTATES, TRUSTS and GIFTS 


HE new 1948-49 issue of this annual estate-tax publication 
is a comprehensive analysis of the far-reaching effects of 
the 1948 Revenue Act. Shows what the courts will and will 
not allow. Aids in maintaining a “tax-alertness” to current 
interpretations and applications of estate tax laws. Safeguards 
against defeat of intention and incurrence of multiple taxation. 

1 volume . . . $10.00 Be 

1942-49 Issue ready 


bh hel, FNS OR SO) TNS BG in December .. . re- 


15 East 26th Street New York 10, N.Y. i. ein 





Get All the Crop 


Sees to oh oe enone eee 
under all combining conditions, M 
HARVESTORS assure lowest cost har- 
vesting per bushel, per acre and per 
dollar invested! Getting the grain, 
threshing, separating, and cleaning 
are aes through” operations. 
= belt drives permit ready 

djustment of gentle-rubbing rasp 

ylinder to meet various crop condi- 
‘ous. Convenient levers vary height 
of cut from 2 to 40 inches, adjust 
header reel and “level” cleaning 
shoe. Copper-bearing sheet metal, 
all-steel welded rasp cylinder and 
concave, and ball or roller bearin 
on all high speed shafts assure e 
cient long life and low-cost harvest- 
ing. Scour-Kleen attachment for re- 
moving dockage from threshed 
grain, eee and pickup attach- 
ments, vertical sickle bar, sacking 
equipment, and other optional at- 
tachments give dependable MM 
HARVEsTORS all-round versatility 
under all combining conditions. 


Quality MM HARVESTORS offer long-life, trouble-free performance that excels on every 
combining job. Get all the details from your Friendly MM Dealer. 


MINNEAPOLIS-MOLINE POWER IMPLEMENT COMPANY 


MINNEAPOLIS 1, MINNESOTA 





Unquestionable Value 
as a Representative 


‘We wish to take this opportunity to express to 


you and to your institution our appreciation 


for the expeditious and accurate manner in 


which you executed our wishes. Every detail 


was handled most satisfactorily. Your value 


as a representative of our interests in New York 


has again made itself unquestionable.” 


“ 


One of the advantages offered by the 
Chase as a New York correspondent is 
the close familiarity and insight of its 
officers into banking and business con- 


ditions in all sections of the country. 


Extract from a letter 
ayarere- received from one of our 
ci correspondent banks 


This information, constantly available 
in the Chase offices, can be readily used 
in connection with the problems or 
needs of the customers of correspon- 
dent banks. 


Broaden customer service with Chase correspondent facilities 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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Five Thousand Bankers Expected 


At 74th A. B. A. Convention 


A full program to interest both men and women is 
planned for the Detroit meeting, September 26 to 29. 


ATIONAL leaders in the fields 
of education, industry, and 
finance are among the speakers who 
will address the 74th Annual Con- 
vention of the American Bankers 
Association, which will be held in 
Detroit, Michigan, September 26-29. 
The convention sessions, which 
will begin on Monday, September 
27, with meetings of the four divi- 
sions of the Association, will be 
preceded by a full day of meetings 
of committees, commissions, coun- 
cils, and working groups on Sunday, 
September 26. Because of the size 
of the convention, which will bring 
more than five thousand bankers to 
Detroit, joint headquarters will be 
maintained at the Book-Cadillac 
and Statler hotels; and some of the 
division meetings will be held at 
other hotels in the city. 

Among the speakers at the gen- 
eral and division meetings are Dr. 
Marcus Nadler, professor of finance, 
New York University, New York; 
Gwilym A. Price, president, West- 
inghouse Electric Corporation, Pitts- 
burgh; J. L. McCaffrey, president, 
International Harvester Company, 
Chicago; Fred I. Kent, director, 
Bankers Trust Company, New York; 
Dr. Kenneth McFarland, superin- 
tendent of schools, Topeka, Kansas; 
John W. Remington, vice president 
and trust officer, Lincoln Rochester 
Trust Company, Rochester, New 
York; Preston Delano, Comptroller 
of the Currency; Laurence Clayton 
of the Board of Governors of the 
Federal Reserve System; H. E. Cook, 
Director, Federal Deposit Insurance 
Corporation; and President Dodge. 

The four divisions of the Associa- 
tion will have their annual meetings 
and elections of officers on Monday, 
September 27. In the morning, the 


Problems Make Opportunities 


Problems make opportunities, and the world is full of prob- 
lems. Every business and every bank has them. Every executive 
is in need of men and women who can see what should be done 
and do it. There is a shortage of individuals with the disposi- 
tion, the will, and the capacity to take hold and squeeze the 
possibilities out of everyday opportunities.—Joseph M. Dodge, 
president, The Detroit Bank, Detroit, Mich. 


Savings and Mortgage Division will 
meet at the Detroit-Leland Hotel, 
and the State Bank Division at the 
Statler Hotel. The National Bank 
Division and the Trust Division will 
meet in the afternoon, the National 
Bank Division at the Statler and 
the Trust Division at the Detroit- 
Leland. 

The first general session of the 
convention will be held on Tuesday 
morning at the Detroit Masonic 
Temple. President Dodge and Mr. 
Price will deliver the principal ad- 
dresses at this session. Henry H. 
Sanger, chairman of the executive 
committee of the Manufacturers 
National Bank and chairman of the 
Detroit General Convention Com- 
mittee, will extend greetings on be- 
half of the Detroit banks. 

The second general session, to be 
held on Wednesday morning, Sep- 
tember 29, will officially close the 
convention. At this session will be 
the election of officers of the Asso- 
ciation and adoption of resolutions. 
Addresses will be delivered by Dr. 
Nadler and Mr. McCaffrey. 

At each of the Division meetings 
on Monday, September 27, the pres- 
ident of the Division will deliver 
the opening address—Gordon D. 
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Palmer, president of the First Na- 
tional Bank, Tuscaloosa, Alabama, 
for the National Bank Division; 
L. A. Tobie, president and treasurer, 
Meriden Savings Bank, Meriden, 
Connecticut, for the Savings and 
Mortgage Division; Elwood M. 
Brooks, president of the Central 
Bank and Trust Company, Denver, 
Colorado, for the State Bank Divi- 
sion; and R. M. Alton, Vice presi- 
dent in charge of trust department 
of the United States National Bank, 
Portland, Oregon, for the Trust 
Division 

Mr. Kent and Dr. McFarland will 
speak at the State Bank Division. 

The Savings and Mortgage Divi- 
sion will have a panel which will 
portray “A Mortgage Committee in 
Action.” Participants will be Mr. 
Tobie; William A. Marcus, senior 
vice president of the American 
Trust Company, San Francisco; 
Rowland R. McElvare, senior execu- 
tive vice president of the Bank for 
Savings, New York City; Howard 
B. Smith, treasurer of . > Middle- 
town Savings Bank, Middletown, 
Conn.; and H. R. Templeton, vice 
president of The Cleveland Trust 
Company, Cleveland, O. 





The National Bank Division will 
feature a panel discussion in which 
the participants will be Mr. Delano, 
Mr. Clayton, and Mr. Cook. Nor- 
fleet Turner, president of the First 
National Bank, Memphis, Tennes- 
see, will be the moderator. 


Mr. Remington will speak at the 
Trust Division session. This annual 
Division meeting will also hear from 
two of the Division’s former lead- 
ers: Walter S. McLucas, chairman 
of the board of the National Bank 
of Detroit, Detroit, Michigan, who 
was Division president in 1927-28, 
will extend greetings; Ralph Stone, 
retired vice chairman of the board 
of The Detroit Trust Company, De- 
troit, Michigan, whose record of 
activity goes back to his appearance 
as a speaker at the first meeting of 
the Division in 1897, will deliver 
an address on “Fifty Years of Trust 
Service,” 

Along with the business sessions 
of the convention and Association 
working groups will be many spe- 
cial features. On Tuesday morning, 
September 28, the annual agricul- 
tural breakfast of the A.B.A. Agri- 
cultural Commission will be held in 
the grand ballroom of the Book- 
Cadillac. 

The Detroit Symphony Orchestra, 
with Valter Poole conducting, will 
play at the Annual A.B.A. Sunday 
Evening Hour to be held at Music 
Hall on Sunday, September 26. 
Rose Suzanne DerDerian will be 
soloist. 


Social events on the program will 
include a reception and tea at four 
o’clock Sunday afternoon at both 
headquarter hotels, the Book-Cadil- 
lac and the Statler; a ladies’ lunch- 
eon and fashion show, tendered by 
the J. L. Hudson Company depart- 
ment store, at the Masonic Temple, 
Monday noon; trips through the 
Ford Motor Company plant, the 
Chrysler Corporation’s Plymouth 
assembly plant and its engineering 
laboratory, and the Edison Institute 
Museum and Greenfield Village; 
also the opportunity to attend the 
Detroit Tigers vs. St. Louis Browns 
baseball games on September 28 
and 29. There will not be any golf 
tournament, but facilities will be 
available for those desiring to play 
golf. 

The tentative convention program 
is as follows: 
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A.B.A. CONVENTION PROGRAM 


Sunday, September 26, 1948 


Registration—All Day 

10:00 A.M. & 2:00 P.M.—Committees, 
Commissions, and Councils 

4:00 P.M.—Reception and Tea 
Grand Ballroom, Hotel Statler; Grand 
Ballroom, Book-Cadillae Hotel 
Banks and Trust Companies of Detroit, 
Hosts 

8:15 P.M.—Concert-—Detroit 
Orchestra 
Valter Poole, Conducting; Rose Suzanne 
DerDerian, soloist 
Detroit. Music Hall 


Monday, September 27, 1948 


10:00 A.M—Meeting of the Savings and 
Mortgage Division 


Symphony 


Colonial: Room, Detroit-Leland 

Address of the President: L. A. Tobie, 
President, Meriden Savings Bank, Meri- 
den, Connecticut. 

“A Mortgage Committee in Action,” 
Mr. Tobie, Chairman; William A. Marcus, 
Vice President, Savings and Mortgage 
Division, A.B.A°, Senior Vice President, 
American Trust Company, San Francisco, 
California; Rowland R. McElvare, Senior 
Executive Vice President, Bank for Sav- 
ings, New York, New York; Howard B. 
Smith, Treasurer, Middletown Savings 
Bank, Middletown, Connecticut; H. R. 
Templeton, Vice President, The Cleveland 
Trust Company, Cleveland, Ohio. 

10:00 A.M.—Meeting of the State Bank 

Division 

Grand Ballroom, Statler Hotel 

Address of the President: Elwood M. 
Brooks, President, Central Bank and Trust 
Company, Denver, Colorado. 

“Current Events,” Dr. Kenneth MecFar- 
land, Superintendent of Schools, Topeka, 
Kansas. 

Address, Fred I. Kent, Director, Bankers 
rrust Company, New York, New York. 


Bank Statement Should 
Do A Colorful Selling Job 


Your relations with stockholders 
can be built into a genuine asset. 
Notices with dividend checks are 
bound to be of interest. Your presi- 
dent’s report need not be a formal 
presentation of cold figures. Glancing 
over some of the reports put out by 
the heads of our leading businesses 
today, you will find them not only a 
factual digest of the figures of the 
business, but also a colorful inter- 
pretation of all phases of the business, 
with more and more emphasis on the 
human relations of business. 


These reports are educational, color- 
ful, attractive. They do a selling job. 
There’s no reason, that I can see, 
why a bank's report shouldn't do a 
colorful selling job and bring out the 
human relationships in banking.— 
Swayne P. Goodenough, vice presi- 
dent, Lincoln Rochester (N.Y.) Trust 
Co. 


"2:00 P:M—Meeting of 


the National 

Bank Division 

Grand Ballroom, Statler Hotel 

Address of the President: Gordon D, 
Palmer, President, First National Bank, 
Tuscaloosa, Alabama. 

Panel Discussion: Norfleet Turner, 
Moderator, President, First National 
Bank, Memphis, Tennessee; The Honor- 
able Preston Delano, Comptroller of the 
Currency, Washington, D. C.; The Hon- 
orable Laurence Clayton, Board of Goy- 
ernors, Federal Reserve System, Washing- 
ton, D. C.; The Honorable H. E. Cook, 
Director, Federal Deposit Insurance Cor- 
poration, Washington, D. C. 

Address: Frank C. Rathje, President 
Chicago City Bank & Trust Co., and 
Mutual National Bank, Chicago, IIl. 
2:00 P.M.—Meeting of the Trust Division 

Colonial Room, Detroit-Leland 

Greetings: Walter S. McLucas, Chair- 
man of the Board, The National Bank of 
Detroit, Michigan, President, Trust Divi- 
sion, 1927-1928. 

Address of the President: R. M. Alton, 
Vice President, United States National 
Bank, Portland, Oregon. 

“50 Years of Trust Service”: Ralph 
Stone, Retired Vice Chairman of the 
Board, The Detroit Trust Company, De- 
troit, Michigan. 

“Estate and Trust Implications of the 
New Revenue Act of 1948”: John W. 
Remington, Vice President and Trust Of- 
ficer, Lincoln Rochester Trust Company, 
Rochester, New York. 


Tuesday, September 28, 1948 


8:00 A.M—Agricultural Subscription 
Breakfast 
Grand Ballroom, Book-Cadillac 
9:30 A.M—First General Session 
Detroit Masonic Temple 
Greetings: Henry H. Sanger, Chairman, 
Executive Committee, The Manufae- 
turers National Bank, Detroit, Michigan. 
Address of the President: Joseph M. 
Dodge, President, The Detroit Bank, De- 
troit, Michigan. 
Address: Gwilym A. Price, President, 
Westinghouse Electric Corporation, Pitts- 
burgh, Pennsylvania. 


Wednesday, September 29, 1948 


9:30 A.M.—Second General Session 

Detroit Masonic Temple 

“Principal and Interest—Plus”: John 
Lawrence McCaffrey, President, Interna- 
tional Harvester Company, Chicago, Illi- 
nois. 

“The Outlook for Banking”: Dr. Marcus 
Nadler, Professor of Finance, New York 
University, New York, New York. 

Report of Resolutions Committee. 


Report of Nominating Committee and 
Election of Officers. 


Inauguration of Officers. 


Talk About Thrift! 


Thrift is a seemingly forgotten 
virtue in some quarters, but an es- 
sential phase of our existence and 
independence. We can afford to be- 
come more articulate with our cus- 
tomers on this subject.—H. Morgan 
Craft, vice president, Farmers & 
Merchants Nat’l. Bank of Los Angeles. 
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Many bank buildings being constructed in Southern California more closely resemble retail stores 
than traditional “counting houses.’ Shown here is a new branch building in Fresno, California. 


More Customers, More Profits 


Have Come From New Bank Service 


An installment loan every minute. Half a million household bills 
paid by check each month. More than two-thirds of all loans are for 


less than $1,000. 


HE trend toward popularization 

of bank services has made great 
progress during the past decade. 
Bank administration, earnings, 
good-will, personnel, and even bank 
architecture are showing markedly 
the effect of the change. 

Visitors to Southern California 
notice first the changes in bank de- 
sign. A number of new bank build- 
ings have been constructed in recent 
years, and in both exterior and in- 
terior they have a distinctive ap- 
pearance. Most noticeable is the 
trend away from the marble column 
and the barred window formerly 
used as a symbol of strength. In- 
stead, we have banks with wide 
windows, inviting the gaze of the 
passer-by. The newer banks more 
closely resemble retail stores than 
traditional “counting houses.” High 
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By GEORGE M. WALLACE 


Chairman, Security-First National Bank 
of Los Angeles 


neon signs mark the location, and 
large parking space adjoins, com- 
pleting the retail picture. 

On the interior, the changed 
viewpoint is equally evident. Beau- 
tifully finished woods and soft pastel 
colors take the place of bronze and 
marble. Effort is made to create an 
atmosphere in which every cus- 
tomer will feel at home and not be 
awed by his surroundings. The ar- 
rangement of fixture line, tellers’ 
spaces, and bookkeeping areas, all 
show care and thought in planning 
for utility and convenience. The ob- 
vious purpose is to make it as easy 
as possible for great numbers of 
people to do business with the bank. 


New interior arrangements in- 
clude installment loan booths, in 
which the customer may outline his 
needs to the credit officer in pri- 
vacy. Escrow booths, with a semi- 
circular counter around which real 
estate buyers, sellers, and brokers 
may conveniently gather, are also 
included. 


Modern Banking Is On A 
Mass-Production Basis 


The services offered today differ 
widely from old-time banking. 
Traditionally, banks were “hotels” 
for “money.” The man _ without 
means had little use for a bank, and 
the bank had few services to offer 
him. 

Today, all is changed. Bank serv- 
ices now make an appeal to every 
one. Installment loan services, of- 
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Five Benefits Of Modernizing 
Bank Services 


1. New customers have been 
attracted by wide windows and 
a modern exterior. 


2. Well-finished woods and 
soft pastel colors in the interior 
have put the customers at ease, 
which has facilitated bank trans- 
actions. 


3. The convenient arrange- 
ment of fixtures and the addition 
of new features have made it pos- 
sible for the bank to serve more 
people. 


4. Additional services, such as 
a broadened field for the sale of 
10-cent checks, increased reve- 
nue along with the increased 
number of customers. 


5. An increase of customers 
tended to make the public more 
favorably disposed toward banks 
in general. 





fering credit in small amounts to 
hundreds of thousands of worthy 
families who never previously used 
bank facilities, are now almost uni- 
versally available at banks. 

Checking accounts requiring no 
minimum balance, and available 
with the purchase of a book of 
checks at nominal cost, have be- 
come a commonplace. We offer 
money orders, safekeeping for sav- 
ings bonds, and a host of other serv- 
ices at prices within the reach of 
everyone. 

For families in the medium-in- 
come bracket, the services offered 
have multiplied at an even greater 
rate. Loans for home building and 
home ownership take first place, 
but close behind are loans for mod- 
ernization and repair of homes, for 
landscaping homes, and for the pur- 
chase of automobiles, refrigerators, 
stoves, water heaters, and washing 
machines. Savings and thrift serv- 
ices have been expanded ‘and am- 
plified also. Various Southern Cali- 
fornia banks offer school savings 
accounts, Christmas Club accounts, 
multi-purpose accounts and others. 
Budget books, metal home banks 
and similar devices are offered to 
assist in family savings plans. 

Changes as profound as these 
have created many new operating 
problems. Our problems have been 
further increased by a great influx 
of new residents into Southern Cali- 
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fornia, each in need of banking 
service of some type. The over-all 
result has been an increase in the 
demand for bank facilities. Lobbies 
are over-crowded, working space 
and platforms alike are inadequate, 
and vault space is at a premium. 

In view of the chaotic conditions 
in the construction field, it has not 
been possible to rush as many new 
buildings as are required. As a re- 
sult, in many areas, wartime de- 
lays, inadequate and unsatisfactory 
service still prevail. Nevertheless, 
these problems are gradually being 
solved, and in time, will, of course, 
be fully met. 

Today’s heavy public demand has 
developed in spite of already exist- 
ing facilities of considerable mag- 
nitude. There are 370 banking of- 
fices in Los Angeles County, 581 in 
the southern half ef the state of 
California. 

Sites for these banks have been 
selected with great care. In most 
cases, advance surveys were con- 
ducted to determine the potential 
business. Often, space for future ex- 
pansion was provided, 

Recent progressive increases in 
the use of bank services have 
created personnel problems as well. 
Approximately 18,000 people work 
in the banks of Southern California 
and bank pay rolls in the area total 
about $4,500,000 per month. The 
demand for more tellers, bookkeep- 
ers and administrative employees 
has grown so rapidly that few banks 
have been able to keep pace with it. 


Improved Public Acceptance 


Surveys made a few years ago 
by the Association of Reserve City 
Bankers indicated that unfriendli- 
ness to banks was confined almost 
exclusively to non-customers. 
Bringing into the banks many thou- 
sands of new faces, from among 
those who previously had no con- 
tact of this kind, has had a most 
beneficial result. Last year’s survey, 
again-by the Association of Reserve 
City Bankers, reveals very clearly 
the tangible gains made along this 
line. 

In 1939, only 54% of Westerners 
interviewed in the survey expressed 
opposition to government owner- 
ship of banks. In the 1947 survey 
the opposition in this section of the 
country had risen-to 70%. This was 
the most favorable response regis- 
tered in the nation. Effect of the 
use of bank services on _ public 
thinking in this respect was clearly 
seen. 

People who do not have bank ac- 
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counts are twice as likely to be un- 
friendly to banks as are people who 
use banks. Figures show that be- 
tween 1940 and 1947 holders of 
checking accounts in Los Angeles 
County increased from 36.2% of 
the adult population to well over 
50%. 

The outlook for the future, is, of 
course, tremendously encouraging. 
Thousands upon thousands of resi- 
dents have been taught to look to 
the banks not only for the tradi- 
tional banking services, but for new 
ones which offer equal opportunities 
for mutual benefit and_ profit. 
Growth of the use of low-cost 
checks for the payment of household 
bills is a case in point. 

In our bank alone, nearly half a 
million household bills are being 
paid each month with the popular 
“10 for $1” checks. Of course, a 
much larger number is being paid 
with checks of standard type. All 
together, the use of bank checks has 
developed to the point where ap- 
proximately one million are being 
drawn every business day in this 
area.’ Constant educational efforts 
are being made to increase the use 
of checks by families and house- 
holders. 


(Continued on page 10) 








Banking For The Masses 
Includes These Services 


1. Loans for:—home building 
—hospital bills—home owner- 
ship—vacations—home modern- 
ization—college expenses—home 
repairs—landscaping 


2. Loans for the purchase of: 
—automobiles — refrigerators — 
stoves—water heaters—washing 
machines 


3. Deposit accounts: — school 
savings—Christmas Club—multi- 


purpose 
. Budget books 
. Metal home banks 
. Low cost checking accounts 
. Safekeeping 
. Escrows 
. Money orders 
. Safe deposit 
. Travelers Checks 
. Trusts 
. Collections 
. Gift checks 
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Bankers: our Advertising Builds Your Sales of 


NATIONAL CITY BANK 


Travelers Checks 
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The majority of your clients and prospects are interested in travel—read 
publications carrying National City Bank of New York Travelers Check 
advertising. Often, all that is necessary to make a sale is a mere sugges- 
tion on your part when clients withdraw funds. It is profitable business 
because you collect *4 of 1% on all sales and keep it all—no part of the 


commission is remitted to us. 


Write for a leaflet showing you how you can tie in with a great 


international advertising campaign 


Kirst in World we. Wide Banking 


THE NATIONAL CITY BANK OF NEW YORK 


Head Office: 55 Wall Street, New York 


Member Federal Deposit Insurance Corporation 
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The new type building makes it easy for great numbers of 


do business with the bank. 


people to 


Beautifully finished woods often replace bronze and marble in modern banks. Shown here is the 
interior of a new branch building of the Security-First National Bank of Los Angeles. 


In the field of popular loans for 
small amounts, the picture is the 
same. Southern Californians by 
hundreds of thousands have learned 
to look to their bank for every kind 
of loan service, to purchase auto- 
mobiles, meet doctor and hospital 
bills, buy homes, build garages and 
outdoor living rooms, pay for vaca- 
tion, school and college expenses, 
and for countless other purposes. 

Banks ask two primary questions 
in extending these loans: 1. Is the 
money to be used for a worth-while, 
constructive purpose; 2. Is there 
likelihood that re-payment will be 
made in full and on time. Affirma- 
tive answers to these questions 
usually result in a mutually satis- 
factory relationship. 


Greater Diversification Of 
Bank Income 


Some idea of the extent of this 
business may be gleaned ‘from the 
fact that more than two-thirds of 
all loans are for less than $1,009. 
Recently, our own bank has been 
making installment loans at the rate 
of one every 60 seconds of the busi- 
ness day. 

Bankers who visualize volume of 
this magnitude in terms of lobby 
traffic, officer time, and clerical 
work, may not be enthusiastic about 
the current trend. However, the in- 
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creased patronage carries with it 
many off-setting benefits, most of 
them of a permanent and substan- 
tial character. We have listed an 
improved spirit of friendliness on 
the part of the community as one 
of these. There are many others, 
however. Not the least is the greater 
diversification of bank earnings that 
follows inauguration of banking of 
modern type. 


Many Changes Are Of Permanent 
Character 


Today, a bank here, in addition 
to traditional earnings from com- 
mercial loans and investments, may 
be collecting revenue from han- 
dling escrows, safekeeping, sales 
of checks, installment loans, money 
orders, safe deposit rentals, travel- 
ers cheques, real estate loan fees, 
trust fees, redemption of war bonds, 
collections, sale of gift checks, and 
a dozen others. 

Most of these new sources of in- 
come are of a permanent and sub- 
stantial character. And, unlike 
many of the older types, few of 
these await surcharges for future 
losses at some distant period of eco- 
nomic distress. Generally speaking, 
all income of a service charge nature 
is free from this future risk. 

As we view it, the new services 
in banking are not some whim of 
fashion, or passing fancy, transient 
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in character, soon to fade. On the 
contrary, they represent some of 
the best thought and planning in | 
the business and are destined to be 
permanent in character. 

We feel the new policy is sound 
in its popular approach to the “man- 
on-the-street.” Banking has much 
to gain by finding ways to serve 
this man, to please him, and win 
his favorable opinion. 

At this moment, his patronage, 
much of it of our own creation, is 
of such a volume as to be somewhat 
of an embarrassment to us. But we 
are enlarging and extending our 
facilities as fast as we can, and we 
look forward to the time when we 
shall be able to meet his needs fully 
and adequately, at a profit for us 
both, and with improved good will 
on either side. 


Generally speaking, it is desir- 
able that the broadest form of in- 


surance protection available be 


carried. 


Nothing makes for happy em- 
ployees like advancement in posi- 
tion and compensation. If we 
recognize the advantages of such a 
program and devote our best .ef- 
forts to this situation, the benefits 
will soon follow. —R. D. Mathias, 
president, Chicago, National Bank, 
Illinois. 
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A Bank Is Known... 


... by its willingness to take care of its 
customers’ requirements. Your inquiry 
on any phase of correspondent banking 


is cordially invited. 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 
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We Try 


To Prevent Errors 


To Save Time Trying To Find Them 


By developing a positive psychology toward accuracy, this bank 
has reduced the man-hours in proof and bookkeeping, because less 
time is now used in trying to find errors. 


ROBABLY nothing causes more 

headaches today in bank opera- 
tions than errors. The controlling of 
them is a fundamental problem, and 
a study of composite thoughts on the 
subject should be helpful. 

Shifting personnel has probably 
brought this problem to the fore 
more prominently than ever before. 
However, one of the first things to 
consider in avoiding errors has al- 
ways been to make everyone who 
works in a bank conscious of ac- 
curacy. 

We try to make sure that our em- 
ployees develop a positive psychol- 
ogy toward accuracy. Second, the 
causes of errors and how to correct 
them are thoroughly explained. 
Third, and probably most impor- 
tant, accuracy is expected at all 
times. 

There are as many angles to 
errors as there are bank employees, 
and a book could be written on the 
subject. However, my thought is 


By C. S. HETTINGER 


Auditor, Central National Bank, 
Topeka, Kansas 


that too much time is spent finding 
errors instead of preventing them. 

At the present time we are hav- 
ing some skull sessions on funda- 
mentals here at our bank. In writing 
material for these meetings, we had 
the reduction of errors as one of the 
end objectives. Some of the refer- 
ences made to errors are the follow- 
ing: 

“Tellers meet 80% to 90% of the 
bank’s customers directly. The im- 
portant thing is that, wherever you 
are in the bank, any type of trans- 
action you handle for a customer 
affects the service of the bank, and 
hence is a part of the public rela- 
tions of the bank. In fact, when you 
are dealing with a customer or his 
account—you are the bank, 

“A point that is often overlooked 
when we first start in banking is the 


“We avoid bad tempers and lost time which were formerly results of hunting for 
errors. Our effort now is put on preventing the occurrence of errors. 
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development of a certain psychol- 
ogy. If we start out by fighting fig. 
ures and routine, bank life may be 
dull and uninteresting, no matter 
how many years we may spend at 
it. On the other hand, if we realize 
that every job in the bank is neces- 
sary to complete a picture, our 
duties commence to take on mean- 
ing. The why and how of our indi- 
vidual job begins to become impor- 
tant. Therefore, all the knowledge 
we can obtain about banking will 
make our jobs more interesting. 

“Probably the most helpful habit 
you can acquire, for now and in the 
future, is to become accuracy- 
minded. From the start, acquire the 
habit of double checking the figures 
which you balance, copy, or change. 
This may seem unimportant, but 
you will find, after a short time, that 
you are doing this almost uncon- 
sciously and saving yourself and 
others hours of time which other- 
wise might be spent in trying to 
correct an error. 

In short, your advancement in 
the bank is exactly like any sport 
and depends on two factors: 

1. Your knowledge of the rules. 

2. Your skill in performance. 

Remember that the rules con- 
stantly change. It has been said that 
“the machinery of today is the scrap 
heap of tomorrow.” We must know 
the latest rules to give the best per- 
formance. Therefore, the greatest 
reason for your advancement in the 
bank is you, yourself.” 

As a result of instruction work, 
in our proof department, for ex- 
ample, I think it is safe to say that 
we are saving from two to three 
man hours per day on the basis of 
eight employees since using the 
above-mentioned material. 

In our bookkeeping department, 
we can note a decided change for 
the better as far as frequency of 
errors is concerned, particularly 
noticeable when the ledgers are 
proved. In this department, also. 
work time has been considerably 
reduced. 
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this quieter model 


is leet in action! 


Youll relax... and ease through more work with the 
quieter “93” electric adding machine. You'll enjoy cush- 
ioned power .. . almost makes you think your office is 
by the side of a rippling stream. Tension is lessened, 


even when the cry is “Rush, rush!” 


And work flows rapidly, thanks to streamlined action. 
With longer motor bars and the famous 10-key touch 
control keyboard, you add, subtract, multiply . .. 
swiftly, softly, smoothly. Here’s new ease, new 


speed, a new thrill in figure work. 


Totaling invoices, preparing payrolls, han- 
dling statistics or whatever your prob- 
lem, our local representative will show 

you how to finish faster, with the 


new “93”. Phone him today. 


(—“_ § 4 
‘meron ™ 


September, 1948 


CUSHIONED POWER: 


Built-in steel cushions reduce noise and 
vibration, lessen strain, insure smoother 


operation and longer life. 


STREAMLINED ACTION: 


Longer, light-touch motor bars and com- 
pact 10-key keyboard eliminate finger 
groping, speed’ every operation. Com- 


pletely electrified. 


FREE BOOKLET: 

Write today for “Ripples of Sound” to 
Remington Rand, Dept. BM-9, 315 
Fourth Avenue, New York 10, N. Y. 


the new a Kand electric adding machine 





We Got Eight Beneficial Results 


From An Orientation Program 


While this plan was developed in a large bank, it can be used in 
smaller institutions—even in those where the cashier is responsible 
for all operating details. It is definitely beneficial in developing a 
more permanent personnel. 


S A result of our orientation 

program, 200 supervisors and 
key individuals are now familiar 
with all of the functions of our 
bank. They are able to talk more 
intelligently about our services, and 
they are now acquainted with the 
individuals responsible for the vari- 
ous functions. It is, therefore, easier 
for them to make necessary con- 
tacts to obtain the desired informa- 
tion, and they also have a greater 
appreciation of the broad opportu- 
nities existing in the bank. They 
now realize the important part their 
bank plays in the community. 

We organized our orientation 
program as a result of a survey 
which indicated that a very large 
number of our supervisors and key 
individuals, who were thoroughly 
familiar with their own duties, 
knew very little, if anything, about 
the other departments of the bank. 
Their lack of knowledge certainly 
did not make them good salesmen 
for our many and varied services 
among their friends and customers. 
Then too, much time was lost and 
delay occasioned when inquirers 
were misdirected. 

Our bank is organized into nine 
divisions, with each division head 
directly responsible to our presi- 
dent. We, therefore, planned our 
program on a divisional basis. Each 
division was allotted sufficient time 
to cover briefly its duties and func- 
tions. No attempt was made to de- 
scribe how these duties were per- 
formed nor to be entertaining, but 
the value of our services to the cus- 
tomer and the purpose each func- 
tion serves were stressed. Co-oper- 
ation between departments was en- 
couraged by telling how the work 
was related and why it was neces- 
sary. 

Each speaker completed a job-in- 
struction-training course prior to 
the preparation of his outline. As a 
result of this instruction, the speak- 
ers, who were the supervisors best 
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By S. H. CHELSTED 


Vice President, Peoples First National Bank 
and Trust Co., Pittsburgh, Pa. 


informed on each subject, were bet- 
ter able to present their topics in a 
uniform and understandable man- 
ner. They presented their material 
factually and from the point of view 
of the audience. 

The course consisted of 21 hours 
—an hour a week for a period of 21 
weeks. Fifty individuals, equally 
divided. between supervisors and 
key people, attended each one-hour 
session, the first hour in the morn- 


The Organization Of The 
Program 


1. Each of the nine divisions 
of the bank was given time on 
the program. 


2. The value to the bank's cus- 
tomers of each service performed 
by each division was stressed. 


3. Each subject was discussed 
by the supervisor best informed. 


4. The course consisted of 21 
hours—one hour a week. 


5. Each one-hour session was 
attended by 50 people, including 
supervisors and key employees. 


6. Four sessions to accommo- 
date four groups were held each 
week—the first hour in the morn- 
ing. 

7. Attendance was voluntary 
and was 100%. 


8. Speakers were limited to 20 
minutes each. 


9. A question-and-answer peri- 
od was allowed at the end of 
each session. 


ing of the same day each week. Four 
different groups attended the four 
sessions each week, making a total 
of 200 participants weekly. This 
made it necessary for the instructors 
to tell their story four times, but it 
enabled us to schedule people with- 
out disrupting the work and also 
permitted those who missed their 
regularly scheduled session to make 
it up on one of the other days. 

Attendance, which was voluntary, 
was 100% with the exception of 
absences due to illness. Requests 
were frequently received during the 
course for participation by those not 
chosen to attend. In fact, it was con- 
sidered a privilege to be permitted 
to participate. 

We found that including key indi- 
viduals with supervisors, on an 
equal basis, gave the individuals a 
feeling of recognition and an indi- 
cation that they were in line for 
greater responsibility; consequently, 
they took a very keen interest in 
the course. 

As many as five speakers ad- 
dressed the group at one session. 
Limiting speakers to a maximum of 
20 minutes, and occasionally to as 
few as five minutes, provided a rest- 
ful change of pace and kept the 
audience constantly on the alert. A 
total of 73 speakers described all 
of the functions of the bank. 

We also found that the super- 
visors were benefited by the oppor- 
tunity (many for the first time) to 
talk on their feet before a group. 


Our president, Robert C. Downie, 
began the series with a broad out- 
line of our organization and its re- 
sponsibility to the community. He 
also frankly discussed bank policy 
and our financial structure. He 
talked about the opportunities 
which exist in banking generally 
and in our own institution specifi- 
cally. 

As the course progressed, the 
head of each division briefly dis- 
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Hoes your insurance 


program have these 
five common flaws ? 


OVERLAPPING COVERAGES 


Analyses have revealed cases in which 
banks were paying twice for the same 
protection under separate policies. 
The Aetna Plan of Risk and Insurance 
Analysis uncovers and eliminates such 
overlapping coverages, thereby reduc- 
ing costs and preventing confusion in 
settling claims. 


VIOLATIONS OF POLICY 
CONDITIONS 


Failure to comply with certain policy 
conditions, through error or oversight, 
may adversely affect a claim or loss 
adjustment. The Atna Plan reveals 
such conditions and corrects them be- 
fore a loss occurs. 


GAPS IN COVERAGE 


The purchase of separate policies from 
several different sources may result in 
failure to cover certain hazards. An 
7Etma Plan will disclose these gaps in 
coverage and recommend the most eco- 
nomical solution. 


A “DATED” INSURANCE 
PROGRAM 

Changing business conditions, alter- 
ations, the acquisition of new property, 
etc., can quickly alter your insurance 
requirements. By establishing a simple, 
efficient control system, the Atna Plan 
keeps your insurance program continu- 
ally up to date. 


Etna Casualty and Surety Company 


Affiliated with 4tna Life Insurance Company 
Automobile Insurance Company 


IND Standard Fire Insurance Company 
HARTFORD - CONNECTICUT 
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UNDER-INSURANCE 


Increasing costs and rising property 
values make this hazard especially seri- 
ous today. Unless your entire insurance 
program has been reviewed recently, it 
is possible that some policy limits are 
no longer adequate. The tna Plan 
will bring your insurance into line with 
current values. 


Coordinate with the 


AKtna Plan 


Arranging an insurance program for 
a bank requires a high degree of 
technical insurance knowledge and 
calls for intensive collaboration be- 
tween the banker and his agent. 
This is necessary because the activi- 
ties in which banks engage do not 
conform to any exact pattern and 
quite often — by force of circum- 
stances — extend to fields only re- 
motely related to banking. 

It is wise, therefore, to seek the 
professional advice of a fully quali- 
fied insurance agent . . . to provide 
that agent with complete informa- 
tion on possible risks . . . to get 
from him a thorough, exact, continu- 
ing analysis of your entire insurance 
program. The tna Plan offers your 
bank such service. 





cussed the duties and functions of 
his division. He outlined the depart- 
mental structure and the relation 
of each department to the division 
and to the bank in general. After the 
talk by the division head, the super- 
visor in charge of each department 
explained the departmental func- 
tions, or services. Upon the comple- 
tion of each day’s talks, a brief ques- 
tion-and-answer period presented 
an opportunity to gauge audience 
interest. 

Each of the following divisions, 
which comprise our organization, 
participated in the orientation pro- 
gram: Bank Operations Division, 
Downtown Bank Division, Control 
Division, Customer Relations Divi- 
sion, General Service Division, Loan 
Division, Mortgage and Real Estate 
Division, Trust Division, and Branch 
Bank Division. 

As an example, the speakers for 
the loan division covered the follow- 





Twelve Subjects Discussed 
In The Meetings 


1. An outline of the organiza- 
tion and its responsibility to the 
community. 

2. Bank policy and the finan- 
cial structure. 

3. Opportunities in banking 
generally and in this institution. 

4. The duties and functions 
of the loan division, such as: un- 
secured, secured loans, discount, 
credit, time-plan loans, veterans’ 
loans, small business loans, com- 
modity loans, and accounts-re- 
ceivable loans. 

5. The work and services of 
the operations division. 


6. Services of the Downtown 
Bank Division. 

7. How the Control Division 
operates. | 

8. What the Customer Rela- 
tions Division does. 


9. How the general Service 
Division serves other divisions 
and customers. 


10. Work of the Mortgage and 
Real Estate Division. 


1l. Trust Division services. 
12. The Branch Bank Division. 
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The young man who was greeted by the floorman and introduced to an officer 
became a valuable customer of the bank. 


loans, 
credit, 


unsecured 
discount, 
veterans’ loans, 
loans, commodity 
accounts-receivable 


ing subjects: 
secured loans, 
time-plan loans, 
small business 
loans, and 
loans. 

One of our guards made an un- 
usually interesting talk about his 
work, and I believe it will not only 
illustrate the type of talk given at 
these meetings, but it will also be 
beneficial to everyone who reads it. 
It certainly inspired all of us, Fol- 
lowing are excerpts from this talk: 


The Duties Of A Bank Guard 


When the floorman comes in in 
the morning, he inspects the floor, 
sees that there isn’t anyone there 
who shouldn’t be there. Opens the 
money vault, opens the big vault, 
sees to the lights and stands by at 
the main switch to get ready to open 
the bank. 

This is fifteen minutes before the 
bank opens to the public. I usually 


use that fifteen minutes by giving 
employees the chorus of that Okla- 
homa melody, “Oh, what a beautiful 
morning, Oh, what a beautiful day,” 
in a loud voice and they just love it, 
I hope! I pull the main switch and 
we are off! I go to my appointed 
post, directing people, guarding the 
money floor, seeing that the payrolls 
go out, and making myself generally 
useful as a guard. 

The second phase comes when I 
become a salesman for the bank in 
addition to my other duties. I be- 
come a member of a team which is 
selling our bank to the people. I’m 
going to give you one example of 
teamwork with the business de- 
velopment department as concerns 
the floorman. 

We ‘are going to Philadelphia 
with Mr. Ligo on one of his business 
trips and follow through on one of 
his contacts as he calls on a cor- 
poration that we hear is going to 
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YOU MAKE THE LOANS 


In these days of conservative lending policies— 
conscientious bankers everywhere are approv- 
ing inventory loans based on Douglas-Guardian 
field warehouse receipts. Such loans are backed 
by actual merchandise of the borrower. The 
receipts are issued by a nation-wide company 
that has served the country’s banks successfully 
for decades. 

If your bank - seeking secured loans for 
sound, productive purposes—if you like to do 
business with a field warehousing company that 
has a reputation for integrity and fair dealing 
among bankers and businessmen—suggest 
inventory loans to your customers and let us 
issue bona fide warehouse receipts on their mer- 


chandise without moving it off their premises. 


DOUGLAS -GUARDIAN 


WAREHOUSE CORPORATION 
"The Bankers’ Field Warehouse Company” 


NEW ORLEANS I, La., 118 North Front St. LOS ANGELES 14, Calif., Garfietd Bldg. SPRINGFIELD, Mo., Holland 8ldg. 

NEW YORK 4, N.Y., 50 Broad St. MEMPHIS 3, Tenn., Porter Bldg. TAMPA 2, Fla., 416 Tampa St. 

CHICAGO 2, IIl., 173 W. Madison St. PHILADELPHIA 2, Pa., Girard Trust Bidg. EL PASO, Tex., First Nat’l Bank Bidg 

ATLANTA 3, Ga., Hurt Bldg. PORTLAND 4, Ore., U. S. Nat‘! Bank Bidg. HARTFORD 5, Conn., 945 Asylum Ave 

CLEVELAND 14, Ohio, Union Commerce Bidg ROCHESTER 4, N.Y., Commerce Bldg. KANSAS CITY, Mo., 1207 Grand Ave. 

DALLAS |, Texas, Tower Petroleum Bldg. SAN FRANCISCO 4, Calif., 300 Montgomery Sr. JACKSONVILLE |, Flo., 60! Florida Theater Bldg, 
EASTON, Md., 438 South Street SPRINGFIELD 3, Mass., 172 Chestnut St PHOENIX, Ariz., 1516 Flower Circle North 
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open a branch in Pittsburgh. Mr. 
Ligo first sells himself and then 
proceeds to sell the bank. You and 
me. He tells them what a fine bunch 
of people we are, how we can han- 
dle collections, how we can do this 
and how we can do that; and he 
impresses the executive to whom 
he is talking to the point that he 
says we can have the account. 

Mr. Ligo sold a bill of goods and 
we have to deliver those goods. 

One fine morning this new de- 
positor comes in and we’re on the 
job as he appears in the doorway 
with many, many others. He pauses 
for a fraction of a second in the 
door. We’re trained to know that 
this man is in strange territory, and 
we go forward with a smile and 
say, “Good morning, can I help 
you?” 

He says, “I want to open a new 
account.” 

“Come with me, sir, and I’ll show 
you the way.” 


On the way down, we go about 
20 or 25 feet, and I say, ““Nice morn- 
ing, what is your name, sir?” 

“Mr, Roy Brown.” 


By that time, we have reached 
the New Accounts Department, and 
I say, “Mr. Brown, I should like to 
have you meet Mr. Bergman, our 
New Accounts Manager.” 

“He shakes hands, smiles, and 
Mr. Bergman says, “How can I help 
you?” 

Well, the business goes forward. 
After opening the account, he is 
introduced to two tellers and pos- 
sibly an officer, and on the way out, 
I invariably get a little wave of the 
hand as though to say, “O.K., fel- 
low.” 


Now let’s analyze that contact. He 
came in a stranger, and you know 
how you feel when you go into a 
strange building. You feel sort of 
lost. He met a friendly reception. 
He met courteous and efficient treat- 
ment. Altogether, he met five peo- 
ple. He goes out a friend, and he 
cannot but realize that we wanted 
his business and were willing and 
ready to help. He couldn’t help but 
feel that. :, 

The important part of it is that 
the floorman was the second contact 
that man made with the bank. So, 
you see how important it is that we 
do our very best to create that 
favorable first impression which is 
very important and lasting. 

Now in every business, I don’t 
care where you go, a certain group 
of people, maybe one or two, have 
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the disposition to ignore the cus- 
tomer good-will value. They want 
no part of it. What was good enough 
for their grandfather is good enough 
for them, They don’t see the need 
for it. If the customer comes in, 
O.K., and if he doesn’t come in, 
O.K. That is the attitude of a cer- 
tain few in many businesses. 

This man from Philadelphia has 
already made six contacts with this 
team and then it goes along and 
might reach fifteen or more; the 
bookkeeper, the collection teller, 
etc., who are all members of the 
team. He might come in one morn- 
ing and be given a sour look in an 
uninviting, grudging manner as 
though he were a bother and an 
interruption to other work. This is 
likely to create a very bad impres- 
sion. It is likely to cause a breaking 
of the chain. It’s likely to undo all 
the good spade work of other will- 
ing members of the team, and we 
can’t afford to have that possibility 
occur. 

The floorman must and should 
have a fair working knowledge of 
every department of the bank, be- 
cause he gets so many different 
questions thrown at him in the 


Eight Results Of The 
Orientation Program 


1. Employees are now familiar 
with the policies of the bank. 


2. All understand the work of 
all other departments and so are 
able to do their own work more 
intelligently. 


3. They can answer any in- 
quiry about any of the bank's 
services in a way that creates 
confidence in the mind of the in- 
quirer. 


4. They know the individuals 
responsible for the various func- 
tions and thus save time in mak- 
ing necessary contacts to obtain 
desired information. 


5. They have a greater appre- 
ciation of the broad opportunities 
existing in the bank. 


6. They now realize the impor- 
tant part their bank plays in the 
community. 


7. Co-operation between de- 
partments was improved. 


8. Supervisors were greatly 
benefited by the opportunity to 
talk on their feet. 


course of the day,‘and there is not 
always an officer available to an- 
swer them for him. Following are 
a few examples: 

Where do I take this trade accept- 

ance? 

Where do I take this bill of lad- 

ing? 

Where do I get a new resolution 

for officers of our corporation? 

Where do I take this short cer- 

tificate? 

Are you transfer agent for this 

corporation? 

Are you registration agent for this 

corporation? 

There is never a day passes that 
something new doesn’t come up, so 
that a working knowledge of each 
department, a fair working knowl- 
edge, is essential to speed a cus- 
tomer to that department. You have 
to be agreeable, you have to under- 
stand people, and you have to like 
people. 

It is a good thing to get to know 
customers’ names. Mr. Bergman 
comes to me after a customer leaves 
and says, “George, that customer 
you saw me with was Mr. Brown. 
He is representing such-and-such 
a company here, and the offices are 
going to be so and so.” 

When Mr. Brown comes in next 
time, I'll say: “Good morning, Mr. 
Brown; how are you this morning?” 

To remember the names of cus- 
tomers is very useful. I find that, if 
a man comes in and I say, “Hello, 
Mr. Johnson,” I invariably get a 
nice smile back. We make a lot of 
friends for the bank through the 
customer. 


I got a lesson from Jimmy Miller 
when he used to be New Account 
Manager down at the old Peoples. I 
watched the customers coming in to 
open accounts, and saw them com- 
ing back repeatedly. Do you know 
what was happening? They had 
faith and confidence in Mr. Miller. 

They liked his human under- 
standing and they would come back 
with other problems; and often he 
would say to me: “George, take this 
lady to the Mortgage Department. 
Take this gentleman up to the Time 
Plan Department.” 

The customer, as a group, is the 
most important man that comes into 
our bank—far more important than 
anybody in the bank—and I say that 
without any reservations whatso- 
ever, because the customer as a 
group pays our salaries, pays our 
expenses, and he pays our divi- 
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Remarkably 
advanced in design and 
performance ... this dazzling 


new Monroe star brings you the 
latest development in figure production...with modern engi- 
neering and precision manufacture embodied in every detail. 
Here, with the skill which produced the inimitable “Velvet 
Touch”, Monroe engineers have achieved a new triumph in 
operating smoothness. Here are simplicity . . . outstanding 
flexibility, quietness and speed . . . time and work-saving 
advantages which no business can overlook. See this latest 
addition to the complete Monroe line of Calculators, Listing 
Machines and Bookkeeping Machines. Look up the nearest 
Monroe-owned branch in your telephone directory or write: 
Monroe Calculating Machine Co., Inc., Orange, New Jersey. 
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Model CST-10 


The ultimate in semi-automatic figure pro- 
duction; a worthy companion to the new 
MONRO-MATIC which is revolutionizing 
fully- automatic calculation. Key-controlled 
automatic carriage tabulation and clearance. 
Simplified semi-automatic multiplication. 
Completely automatic division reduces five 
steps to one. Designed for effortless operation. 
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dends. Therefore, he should be 
looked after, and we must realize 
the value he is to us. 

I am tickled pink every time 
anyone comes in and says he wants 
to open a new account. It tickles 
me to take him back to the New 
Account Department. I consider it 
all grist for our mill. 

The other day, a woman came 
toward me, very much excited, She 
looked mad. She had a vice presi- 
dent with her. She pointed to me 
and said: “Yes, this is the bank. I 
recognize that man.” : 

“Uh huh,” I said to myself, “what 
have I done now?” She went on into 
the Safe Deposit Department and 
from there to the New Account De- 
partment. She came out, and I said, 
“Well, I’m very glad you recognized 
me,” and she said that she was very 
glad that she recognized me. 

I said I hoped she hadn’t had very 
much trouble. 

She said, “Don’t you remember 
me?” 

I said, “Of course, I do. How did 
you remember me so well?” 

She said that her mother and she 
were in the bank and her mother 
took sick and I got her a taxicab 
and found a telephone number for 
them and she said, “Don’t you re- 
member—about three months ago 
or so?” 

I said, “Of course I do,” and I 
didn’t remember a thing about it. 
That shows that by a thoughtful 
contact she took the trouble to 
come back to the bank where she 
found courteous treatment. That 
was just one result of being nice to 
customers. 

A young boy came into the bank 














with his grandmother several years 
ago. He was 17 or so, very nervous. 
I asked, “What’s the matter?” He 
said that he had a test and he 
didn’t know whether he would 
pass it or not, 

I said, “In what subject?” 

He said, “Calculus.” 

I said, “You'll do all right. The 
next time you come in, let me 
know what grade you get.” 

In a few days, he came in, and 
by golly! he got 95. That’s pretty 
good for that tough subject. 

I saw an officer that was free 
and I took him over. I introduced 
him and said, “Here is one of our 
customers who got a very good 
grade in calculus.” 

The officer shook hands, took 
quite an interest in him. Today, I 
can tell you his name. He is a con- 
sulting engineer between Pitts- 
burgh and Baltimore. We have his 
collateral loan account and his 
checking account. We did have his 
mortgage, but it’s paid up now, and 
we have eight or nine savings ac- 
counts from his family. Now I mod- 
estly think that cultivating that 
young fellow was the means of 
consolidating that account. 


The Largest Bank Loss Was 
Of Customers’ Securities 


One of the largest of bank losses 
was caused by the manager of the 
Coupon Department of a metro- 
politan bank. The bank’s system of 
audit and control, reported as one 
of the most complete in the bank- 
ing business, was defeated fer 12 
years. This man was convicted of 
embezzling $3,666,929. The secu- 
rities were used as collateral in 


Today's Challenge To Country Banking Is—Increased Service To The Community 


speculation. He claimed to have 
made a profit, but he recently was 
released from prison after serving 
15 years and without ever having 
actually disclosed what became of 
the money.—W. J. Nichols, execu- 
tive secretary, Standard Accident 
Insurance Company, Detroit, Michi- 
gan. 


How Employees May Do 
Audit Work In Small Banks 


There is no substitute for a good 
auditor or control officer directly 
responsible to the Board of Direc- 
tors. Intelligent employees, aided 
by the National Association of Bank 
Auditors and Comptrollers, and the 
Conference within each state, can 
give banks of small size a practical 
and effective audit system. 

Some of the finest members are 
women who have had general bank 
experience with part-time duty as 
stenographers. With careful plan- 
ning they may drop general duties, 
other than their stenographic work, 
and lift the load of proving, trac- 
ing, reconciling, checking expendi- 
tures and purchases, and many 
other duties of an auditing nature, 
from operating people. In this man- 
ner, no additional cost is added to 
the bank’s expenses. 


Even in the smallest institutions it 
is necessary to entirely divorce the 
work of the savings teller and that of 
the bookkeeper, unless window post- 
ing machines are used providing ade- 
quate safeguards. Otherwise, in no 
department of the bank is the work 
sequence of greater importance than 
in the savings department. 





































































1 am a country banker and | am proud of it. 
| am a firm believer in the mission and destiny of 
our chartered banks, with special emphasis on 
the country bank. 

| feel that the No. 1 item on the country bank- 
er’s memorandum should be the recognition that 
he is a most important cog in this nation’s great 
machinery. Of equal importance would | class 
the re-examination of the small town or country 
banker’s concept of his obligation toward his 
community. 

For what is commonly classed as “public rela- 
tions” we country bankers consider nothing else 
but a kindly, sincere neighborliness, an under- 
standing of our patrons’ problems, and an honest 






desire to be of value and service to our commu- 
nity. One of the cardinal factors of our survival 
lies in the service we are able to render our 
communities. 

Our safety can never be assured by the prom- 
ise of the politicians, nor by pious resolutions or 
delegations standing knee-deep in their own 
tears. The survival of the free, chartered bank- 
ing systems will depend on the success we 
achieve in selling ourselves to our communities. 
| think right’now is one of the greatest opportu- 
nities for constructive community service.—Rich- 
ard W. Trefz, president, The Beatrice (Neb.) 
State Bank. 
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Experience Shows Danger In Giving 
Vault Information By Phone 


Telephone inquiries to a safe deposit vault operator on matters 
relating to box holders are a potential hazard. Every precaution 
needs to be taken regarding the caller’s identity and rights, so that 
no claim of managerial negligence can be made at a later date. 


S OPERATORS of safe deposit 

vaults, we need to be extreme- 
ly careful about giving out infor- 
mation regarding box holders in re- 
sponse to telephone calls. Precau- 
tions are necessary to make certain 
that the one calling is the person 
he says he is, and that he has the 
right to the information for which 
he asks, 

If information is given to the 
wrong person, this fact can be used 
to show negligence on the part of 
the vault operator in case of court 
claims. In general, it is dangerous 
to give any information about a box 
renter over the phone, for the renter 
has purchased certain rights of pri- 
vacy, and the vault management 
must protect that right. A stranger 
should not be given the name of 
anyone who has a box in the vault. 


If a person calls and says he has 


By H. M. HOOVER 


Manager, Central Safety Deposit Vaults, 
Chicago, Illinois 


a vault key of such-and-such a 
number, issued to so-and-so, you 
still cannot be sure that he is en- 
titled to obtain information on the 
phone. 

You may check the records to see 
if your vault issued the key in 
question to the person named as the 
owner, but the correctness of the 
data should not be stated to the 
caller until the latter’s identity and 
right have been assured. To get this 
assurance, the caller should be 
asked to come to the vault and 
prove his right to the information. 

If the caller claims to be someone 
known to the vault operator, the 
simplest check is to say that you 
will call him back later. Then, if 
you use the telephone number that 


Telephone Practices Which Protect A Safe Deposit Vault 


1. Give no information about 
box. holders to unauthorized in- 
quirers. 


2. Always verify the identity 
and right of the caller to obtain 
information. 


3. Investigate claims of key 
possession by consulting vault 
records. 


4. Do not give box holders’ 
names, times of access to box, or 
box number, to phone callers. 
Ask the caller to come to the 


vault and establish his rights. 


5. Arrange to call back an in- 
quirer and then use the number 
your records show is correct for 
the name given by the caller. 


6. Give aid in locating vault 
boxes elsewhere only when 
rightful key possession is certain. 


7. Make sure that the inquirer 
knows the name of the vault he 
has called and that it is the one 
he actually wants. 


the records show should be used for 
the renter, you are likely to dis- 
cover whether or not the renter did 
make the call. 

If a search of the records shows 
that the vault does not have a cus- 
tomer by the name given, there is 
no reason for not stating that fact 
to the caller. 

Again, if a person telephones, 
saying that he has a vault key and 
would like help to locate the vault 
it belongs to, it is safe to give help 
only when his right to possession of 
the key has been completely veri- 
fied. 

Another point we have found im- 
portant in handling telephone calls 
as a city vault operator is to make 
sure that the caller has the right 
vault. We state the name of the 
vault in answering the call and re- 
state it during the opening conver- 
sation. 


Safe deposit vault records are confidential, and caution must be exercised 
when inquiries are made about them. 
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Recordak’s greatest contribut 


photographic banking syste THE 


Maximum Film Economy —3 times as 


many pictures on a roll of microfilm 


Recordak Duplex Microfilmers . . . hundreds of them 
functioning in the country’s leading banks for more 
than a year...are cutting film costs, simplifying 
routines, and speeding operations. 


The Recordak Duplex Microfilmer simultaneously 
photographs the fronts and backs of checks .. . side 
by side on 16mm. Recordak Microfilm . . . establish- 
ing unmistakable relationship between the check face 
and its endorsements. 


This results in maximum film economy—21,000 images 
—the fronts and backs of 10,500 checks—recorded on 
a 100 foot roll of film. 


In operations where both sides of checks are now photo- 
graphed for a complete record ... this means three times 
as many checks on a roll of film. And the Recordak Duplex 
Microfilmer does the job three times as fast! 
Where only the faces of checks are now photographed, the THE pecan er ig a A aa 
° . ee < ack ac “neck... eniarged side D 
Recordak Duplex Microfilmer records over 3000 additional front ane eenaheniinesag” e088 ns y 
é side on the screen of a Recordak Film Reader... 
checks on a roll . . . plus the back of each check—automati- 


unmistakably identifying the endorsement with 
cally ...a safeguard against uncertainty over endorsements. the face. 


Checks are face-stamped...and can be endorsed...or cancelled... automatically 


The Recordak Duplex Microfilmer automatically face- 
stamps “Photo by Recordak” on each check as it passes 
through the machine... visual proof of microfilming... 
saving needless reruns of checks . . . needless waste of film. 

it endorses transit checks automatically ...in the same 
continuous operation...when equipped with the Recordak 
Endorser ... (Optional equipment at low extra rental). 
The unique roving endorser stamp staggers imprints... 
minimizes overlapping endorsements. 

It cancels ‘‘on us” checks in the same way... when a 
PAID die is substituted for the endorsing die in the 


Recordak Endorser . . . eliminates extra job of cancelling... 
improves filing efficiency. 
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**Recordak” is a trade-mark 


Designed for 
large-volume banks 


The Recordak Duplex Microfilmer . . . the most com- 
prehensive of Recordak precision machines . . . is designed 
primarily for large-volume banks, where check handling 
is a major operation ... often requiring two and three 
shifts a day. In actual field tests, most efficient operation 
... based on rental cost, overhead, and film savings... 
is reached in banks handling 6,000 checks and more a day. 


Under such continuous operation, the Recordak Duplex 
Microfilmer brings these important savings... 


... savings in film costs... by recording up to three times 
as many checks on a roll of film . . . with equal savings in 
filing space ... in reference work, too! 


e+ savings in time... by microfilming checks three times 
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as fast . ... clearing all transit items the same day... elimi- 
nating needless overtime. 

... savings in work... by eliminating separate endorsing 
and cancelling jobs... raising routine check-handling 
operations to new levels of efficiency. 

These operating advantages . . . proved in the country’s 
leading banks... are features of the Recordak Duplex 
Microfilmer . . . greatest contribution to photographic 
bank systems since Recordak introduced modern micro- 
filming in a New York bank .. . over 20 years ago. 

For more information about this new machine . . . and 
how it is improving efficiency in large-volume banks... 


write to Recordak Corporation (Subsidiary of Eastman 


Kodak Company), 350 Madison Ave., New York 17, N.Y. 


=RECORDPK 


(Subsidiary of Eastman Kodak Company) 
Originator of modern microfilming—and its application to banking systems 
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Members Of 279 Clearing Houses 
Now Benefit From Deferred Posting 


ABA Recommends Deferred Posting To All Banks 


HE Bank Management Commis- 

sion of the American Bankers 
Association, of which Mr. E. V. 
Krick is chairman, in a recent report 
encourages all banks to take ad- 
vantage of the benefits which come 
from posting all of the checks for 
the day at one run. This is some- 
times called “delayed posting,” 
sometimes “deferred posting.” Some 
banks do the posting in the evening, 
some the following morning. 

The following is quoted from the 
report: 


The Commission's Report 


“The Bank Management Commis- 
sion has been engaged for several 
months with committees of the Fed- 
eral Reserve System in working out 
a program to make deferred posting 
of depositors’ ledgers available to 
every bank in the country. This 
growing practice is evidenced by the 
enactment in 16 states of statutes 
of various types, and it is estimated 
that at least 1,000 banks have al- 
ready adopted deferred posting with 
resulting savings in operating costs. 

‘Advantages of the fully deferred 
posting plan are as follows: 


1. An entire day’s work is ready 
for the bookkeepers when they xe- 
port for work in the morning. Wait- 
ing-for-work time is eliminated. | 

2. Dribble posting is eliminated. 
The straight run of items results in 
fewer balance pickups, fewer post- 
ings, and, consequently, fewer mo- 
tions and fewer errors. 

3. The customers’ ledgers and 
statements reflect the true condi- 
. tion of the day’s business. All items 
received up to the afternoon closing 
hour are entered on the books as of 
the day of receipt. 

4. Work pressure is relieved and 
staff morale improved. Regular 
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working hours with adequate lunch 
and rest periods can be observed. 

5. Inconvenience is eliminated 
and time is saved in connection with 
the handling of return items. Since 
all deposits for the’day are in the 
hands of the bookkeepers at the 
time they are paying the checks, 
tellers do not have to be called or 
work in process reviewed to see 
whether deposits have been made 
which would offset impending over- 
drafts. 

6. The day’s work is handled in a 
more orderly manner, as the need 


of speeding the work through the 
several handlings up to the book- 
keepers is eliminated. 

7. The greater operating effi- 
ciency saves people, machines, and 
space. Expenses are, therefore, re- 
duced.” 

Bankers Monthly has published 
14 articles on the subject of de- 
layed posting, beginning with the 
May, 1942 issue. A list of these ar- 
ticles is given in a panel herewith. 
It is encouraging to realize how 
rapidly this advanced method of 
bookkeeping has spread, and 


The Bankers Monthly Campaign Includes The Following 
Articles On The Delayed Return Of Dishonored Items 


1. 28 Banks Benefit From De- 
layed Posting; May, 1942; 
page 197. 

. Dishonored Items Returned 
The Day After Receipt; June, 
1942; page 250. 

. Paying And Posting De- 
layed In At Least Two 
Cities; August, 1942; page 
347. 

. Wires On Returned Items 

~ Often Unnecessary; Janu- 
ary, 1943; page 8. 

. Sixteen Clearing Houses 
Have Changed Rules On 
Return; March, 1943; page 
108. 

. Too Many Dishonored 
Items; April, 1943; page 168. 

. Send Wires Direct; April, 
1943; page 168. 


. 90 Clearing Houses Now 
Return Checks The Next 


Day; May, 1943; page 197. 

. 187 Clearing Houses Delay 
Returns—Six States Have 
Laws; February, 1944; page 
57. 

. Less Help—Fewer Errors— 
Less Time Spent On The 
Books. Those Are The Bene- 
fits From Delayed Posting; 
February, 1945; page 59. 


. Delayed Returns Now Al- 
lowed by 60% Of Clearing 
Houses; June, 1945; page 
266. 

. 24 More Clearing Houses 
Allow Delayed Returns; 
May, 1946; page 225. 

. Laws Do Not Prevent De- 
layed Return Of Dishonored 
Items; March, 1947; page 
121. 

. 22 More Clearing Houses 


Return Items The Following 
Day; May, 1947; page 220. 
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Bankers Monthly is proud that it 
has had a part in bringing this de- 
velopment about. 

It may be well to tell in a few 
words how this promotion work 
started. In 1941, the editor visited 
with James J. Durkin, vice presi- 
dent of the Colorado National Bank 
in Denver. Mr. Durkin told the edi- 
tor that he was benefiting from de- 
layed posting. He had twelve books 
and formerly had twelve men to do 
the posting of these twelve books 
by the dribble posting method. 
Checks were being posted all day 
long. Sometimes, an active account 
had to be posted several different 
times during the day. As a matter 
of fact, this had been the common 
practice for many years in all banks. 

Mr. Durkin said that he had dis- 
covered that four men could post 
the twelve books if he accumulated 
the checks to the end of the day and 
let the four men post all of the ac- 
counts at one run instead of at 
several runs. 

He explained, however, that the 
Denver Clearinghouse had a rule 
which required dishonored items to 
be returned the same day to the 
bank from which they had been re- 
ceived in the clearings. He said that, 
if he could get this rule changed so 
that dishonored items might go back 
the next day, dishonored items 
would turn up during the physical 
posting, which was in the evening, 
and he would not have to keep two 
men on the job all day long to sight 
pay. In other words, he was then 
using six men instead of twelve, but 
he could get his posting done with 
four instead of twelve if the rule 
could be changed. 

Bankers Monthly does not like 
to publish any idea until it has 
been tested and found to be good. 
So, the editor looked for some clear- 
inghouse which had changed its 
rule to allow the return of items the 
following day. 

Upon writing to every clearing- 
house in the United States, it was 
discovered that Syracuse, New York, 
and New Orleans, Louisiana, had 
been following a plan of delayed 
returns for several years. Letters 
were written to each bank in both 
of those cities, and the answers were 
vublished on page 347 of August, 
1942, Bankers Monthly. 

These letters showed that con- 
siderable time and expense were 
saved without any complaints from 
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customers. So far as could be deter- 
mined, no customer had ever been 
injured by having a dishonored 
item returned the following day in- 
stead of the same day it was re- 
ceived from a clearinghouse bank. 

Since 1942, most clearinghouses 
have changed their rule to allow de- 
layed returns. At the last count, 279 
out of 343 clearinghouses now al- 
low delayed returns, They are listed 
in the accompanying table which 
you will find on page 28 of this 
issue. 


Seven Advantages Of Fully 
Deferred Posting 


1. An entire day’s work is 
ready for the bookkeepers when 
they report for work in the morn- 
ing. “Waiting-for-work” time is 
eliminated. 

2. “Dribble posting” is elimi- 
nated. The straight run of items 
results in fewer balance pickups, 
fewer postings, and, consequent- 
ly, fewer motions and fewer er- 
rors. 


3. The customers’ ledgers and 
statements reflect the true con- 
dition of the day’s business. All 
items received up to the after- 
noon closing hour are entered on 
the books as of the day of receipt. 


4. Work pressure is relieved 
and staff morale improved. Reg- 
ular working hours with ade- 
quate lunch and rest periods can 
be observed. 


5. Inconvenience is eliminated 
and time is saved in connection 
with the handling of return items. 
Since all deposits for the day are 
in the hands of the bookkeepers 
at the time they are paying the 
checks, tellers do not have to be 
called or work in process re- 
viewed to see whether deposits 
have been made which would 
offset impending overdrafts. 


6. The day’s work is handled 
in a more orderly manner as the 
need of speeding the work 
through the several handlings up 
to the bookkeepers is eliminated. 


7. The greater operating effi- 
ciency saves people, machines, 
and space. Expenses are, there- 
fore, reduced. 


How To Discover 
“Unrecorded” Accounts 


In embezzlement cases, it is often 
found that there are a large num- 
ber of unrecorded accounts, partic- 
ularly in the Savings Department, 
which would not be discovered by 
ordinary tracing. 

As a means of checking on these 
and on unauthorized withdrawals, 
it is suggested, where sufficient 
personnel is available, that, in 
addition to confirmations around 
interest paying dates, a_ special 
window or desk be set up and 
manned by an employee having no 
connection with the Savings De- 
partment or ledgers. Interest should 
be entered only at this window, and 
the pass books compared with the 
ledgers at the same time. 

Obviously, the ledgers should 
first be balanced with controls and 
kept under close surveillance there- 
after. Newspaper or lobby adver- 
tising could be used to bring in the 
largest number of pass books and, 
to deter tellers from entering in- 
terest, the special “Interest”? win- 
dow should be given prominent 
lobby advertising and space. 


Quick Answers Are 
Given To Borrowers 


Any officer of our bank can make 
open loans up to $300 without prior 
approval of the Discount Commit- 
tee as well as certain type collateral 
loans. They include stocks, bonds, 
life insurance, automobile, etc. 

Our discount committee meets 
weekly to pass on any applications, 
and, should it be necessary to give 
a customer quick service, members 
of the discount committee may be 
contacted over the phone, and, if in 
accord, the loan is made and ap- 
proved officially at the next meet- 
ing. 

All loans made during the week 
are presented to the Board at a 
weekly meeting for inspection. If 
all are approved, it is entered in the 
minutes that all loans made during | 
the week (numbers so and so) were 
approved by motion, seconded and 
carried.—C. Jack Camp, executive 
vice president, The State Bank of 
Apopka, Apopka, Florida. 


Careful filing of valuable papers 
is as important as checking those 
papers for legal currency. 

Keep machines covered when 
not in use. 
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T. iN THE EVENT OF FIRE, ISN’T IT UNFAIR TO EXPECT MY 
EMPLOYEES TO DELAY THEIR OWN ESCAPE AND RISK THEIR 
LIVES TO CARRY LEDGERS TO VAULT PROTECTION? 


The Rekordesk 2-hour safe will automatically close in less than a 
minute after pressing the electric switch button. Clerks can get out 
immediately, knowing that the Rekordesk will close and the bolts 
lock the door automatically. 


2 ISN'T IT INEFFICIENT TO ASK MY EMPLOYEES TO HAUL 
LEDGER CARD TRAYS TO AND FROM THE VAULT AT OPENING 
AND CLOSING TIMES EVERY DAY? 


Your clerks will save time-wasting steps when you provide Rekordesk 
“point-of-use” protection for your records. No need to leave your vault 
open when a teller works overtime. 15,000 records within easy reach 
for counter-height reference or posting. Many banks find that one 
Rekordesk Safe has sufficient capacity to house all their master records 
of personal loans, mortgages, Christmas Club accounts, etc., as well as 
their regular savings accounts and signature cards. 


3. ISN’T IT MY RESPONSIBILITY TO PROVIDE ‘ROUND-THE- 
CLOCK, 24-HOUR FIRE PROTECTION FOR THESE ESSENTIAL RECORDS? 


The Rekordesk Underwriters’ and SMNA safe labels assure the most 
complete protection of customer data. These labels attest to 2-hour fire 
endurance, as well as drop and explosion testing. Four of the six largest 
mutual savings banks in this country find Rekordesk’s on-the-spot 
protection more practical than part-time, expensive vault space. 





4,, \sn’T IT JUST GOOD BUSINESS TO PROVIDE MY BANK WITH 
REKORDESK ADVANTAGES OF INCREASED SAFETY AND EFFICIENCY? 


Space doesn’t permit us to tell you all that the Rekordesk safe can 
contribute in this respect, but we will be happy to explain why over 
400 banking institutions wouldn’t be without Rekordesk advantages. 
Phone your local Diebold offices, or write Diebold, Inc., 1558 Fifth 
Street, S.W., Canton 2, Ohio and ask for the Rekordesk safe brochure. 


The Rekordesk safe is suitable for both 
unit posting and dual posting. — 


Diebold 


Now includes 
YORK VAULTS e McCLINTOCK ALARMS 












BANK VAULT EQUIPMENT «+ BURGLAR 
ALARMS, SAFES, CHESTS AND VAULT 
DOORS «+ MICROFILM + ROTARY, VERTICAL 
AND VISIBLE FILING EQUIPMENT 
Backed by the world’s largest bank 


service organization 
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Member Banks In 279 Clearing Houses, Out Of A Total Of 343, Now Allowed 
To Make Delayed Returns 


Abilene, Texas 

Akron, Ohio 

Alameda, Calif. 
t Albany, Ga. 

t Albany, N. Y. 
+tAlexandria, Va. 
Allentown, Pa. 
Alliance, Ohio 

Altoona, Pa. 
Amarillo, Tex. 
Ames, Ia. 
Anniston, Ala. 
Ardmore, Okla. 
Asheville, N. C. 
Atlanta, Ga. 
Atlantic City, N. J. 
Augusta, Ga. 
Aurora, Il. 
Austin, Tex. 
Bakersfield, Calif. 
Baltimore, Md. 
Battle Creek, Mich. 
Bay City, Mich. 
Beaumont, Tex. 
Bellingham, Wash. 
Beloit, Wis. 
Berkeley, Calif. 
Bethlehem, Pa. 
Birmingham, Ala. 
Bismarck, N. D. 
Boise, Ida. 
Boston, Mass. 
Bridgeport, Conn. 
Bristol, Tenn. 
Bristol, Va. 
Brunswick, Ga. 

ttBuffalo, N. Y. 
Butler, Pa. 
Cambridge, Mass. 
Camden, Ark. 

®*Canton, Ohio 

+ Cedar Rapids, Ia. 
Champaign, III. 
Charles City, Ia. 
Charlotte, N. C. 
Charleston, S. C. 
Chattanooga, Tenn. 
Cheyenne, Wyo. 
Chicago, IIl. 
Cincinnati, Ohio 
Cleveland, Ohio 
Clinton, Ia. 


Colorado Springs, Colo. 


Columbia, S. C. 

Columbus, Ga. 

Columbus, Ohio 
+tCorsicana, Tex. 

+ Cumberland, Md. 

Council Bluffs, Ia. 

Dallas, Texas 

Danville, Ill. 

Danville, Va. 

Dayton, Ohio 

Davenport, lowa 

Denver, Colo. 

Des Moines, Ia. 

Detroit, Mich. 

++Dothan, Ala. 
Dubuque, Ia. 

+ Duluth, Minn. 
Durham, N. C. 
Easton, Pa. (Easton- 

Philipsburg Clearing 
House) 
East Moline, III. 


t 


East St. Louis, Ill. 
Elizabeth, N. J. 
Elkhart, Ind. 

El Paso, Texas 
Elyria, Ohio 

Erie, Pa. 

Eugene, Ore. 
Evanston, Il. 
Evansville, Ind. 
Fall River, Mass. 
Fargo, N. D. 
Fergus Falls, Minn. 
Fremont, Nebr. 

Ft. Wayne, Ind. 
Ft. Worth, Texas 
Gainesville, Ga. 
Galveston, Texas 
Glendale, Calif. 
Grand Forks, N. D. 
Grand Island, Neb. 


Grand Rapids, Mich. 


Great Falls, Mont. 
Greeley, Colo. 
Green Bay Wis. 
Greensboro, N. C. 
Greenville, S. C. 
Greenville, Miss. 
Greenwich, Conn. 
Griffin, Ga. 
Guthrie, Okla. 
Hannibal, Mo. 
Harrisburg, Pa. 

t tHazleton, Pa. 

t Helena, Mont. 
Hibbing, Minn. 
Hollywood, Calif. 
Holyoke, Mass. 
Houston, Texas 
Huntington, W. Va. 
Huron, S. D. 
Hutchinson, Kans. 
Independence, Mo. 
Indianapolis, Ind. 
Jackson, Mich. 
Jackson, Miss. 
Janesville, Wis. 

+ Kansas City, Kans. 

ttKansas City, Mo. 
Knoxville, Tenn. 
La Crosse, Wis. 
La Fayette, Ind. 
Lansing, Mich. 
Lancaster, Ohio 
Lancaster, Pa. 
Laramie, Wyo. 

**Lawrence, Kans. 
Lebanon, Pa. 
Lexington, Ky. 
Liberal, Kans. 
Lincoln, Neb. 
Long Beach, Calif. 
Lorain, Ohio 
Louisville, Ky. 
Macomb, III. 
Macon, Ga. 
Madison, Wis. 
Manchester, N. H. 
Manhattan, Kans. 
Manitowoc, Wis. 
Mankato, Minn. 
Mansfield, Ohio 
Marietta, Ohio 
Marinette, Wis. 
Marion, Ohio 


Martinsburg, W. Va. 


Meadville, Pa. 
Miami, Fla. 
Milwaukee, Wis. 
Minneapolis, Minn. 
Minot, N. D. 
Mobile, Ala. 
Moline, II. 
Modesto, Calif. 
ttMontclair, N. J. 
Montgomery, Ala. 
Mt. Carmel, Pa. 
Muncie, Ind. 
Muskegon, Mich. 
Muskogee, Okla. 
ttNashua, N. H. 
Neenah, Wis. 
New Albany, Ind. 
Newnan, Ga. 
ttNewark, N. J. 
Newark, Ohio 
***New Bedford, Mass. 
New Kensington, Pa. 
New Haven, Conn. 
New London, Conn. 
New Orleans, La. 
New Rochelle, N. Y. 
+ New York, N. Y. 
Niagara Falls, N. Y. 
ttNorthern New Jersey 
Clearing House 
Norwalk, Conn. 
Oakland, Calif. 
Ogden, Utah 


Oklahoma City, Okla. 


Omaha, Nebr. 
Orange, N. J. 
Oshkosh, Wis. 
Palestine, Texas 
Paris, Texas 
Parsons, Kans. 
Pasadena, Calif. 
Passaic, N. J. 
Petersburg, Va. 

*®Paterson, N. J. 
Pensacola, Fla. 
Peoria, III. 
Phenix City, Ala. 

***Philadelphia, Pa. 
Phillipsburg, N. J. 
Phoenix, Ariz. 
Pine Bluff, Ark. 
Pittsburg, Kans. 
Pittsburgh, Pa. 
Portland, Me. 
Portland, “Ore. 
Portsmouth, Ohio 
Pottsville, Penn. 
Providence, R. I. 
Pueblo, Colo. 
Quincy, Ill. 
Racine, Wis. 

* Reading, Pa. 
Red Wing, Minn. 
Richmond, Va. 
Roanoke, Va. 
Rochester, Minn. 

ttRochester, N. Y. 
Rockford, III. 
Rome, Ga. 
Sacramento, Calif. 
Salisbury, N. C. 
Sandusky, Ohio 
San Francisco, Calif. 
St. Louis, Mo. 

St. Paul, Minn. 


Salinas, Calif. 

Salt Lake City, Utah 
San Angelo, Tex. 
San Antonio, Tex. 
San Diego, Calif. 
San Jose, Calif. 

San Pedro, Calif. 
Santa Barbara, Calif. 
Santa Cruz, Calif. 
Santa Monica, Calif. 
Santa Rosa, Calif. 
Savannah, Ga. 
Scranton, Pa. 
Seattle, Wash. 
Sedalia, Mo. 
Sharon, Pa. 
Sheboygan, Wis. 
Shreveport, La. 


ttSioux City, Iowa 


South Norwalk, Conn. 
South St. Paul, Minn. 
Spokane, Wash. 
Springfield, Ill. 


+ Springfield, Mass. 


Springfield, Mo. 
Springfield, Ohio 


® Stamford, Conn. 
*@*St. Joseph, Mo. 


Stockton, Calif. 
Superior, Wis. 
Syracuse, N. Y. 
Tacoma, Wash. 
Terre Haute, Ind. 
Texarkana, Ark. 
Tucson, Ariz. 
Tulsa, Okla. 

Utica, N. Y. 
Valdosta, Ga. 
Vernon, Texas 
Vicksburg, Miss. 
Waco, Texas 
Washington, D. C. 
Waterbury, Conn. 
Watertown, Wis. 
Watsonville, Calif. 
West Pittston, Pa. 
Whittier, Calif. 
Wichita Falls, Tex. 
Wilkes-Barre, Pa. 
Williamsport, Pa. 
Wilmington, Calif. 
Wilmington, N. C. 
Worcester, Mass. 
Yakima, Wash. 
Yankton, S. D. 
York, Pa. 
Youngstown, Ohio 





KEY 


*Return next business day 
on Saturday only 


©*On Wednesday and Sat- 


urday 
*Items under $1,000 only 
tItems under $500 only 


*e*Items under $200 

***Items under $100 only 
**Items under $50 only 
ttNotice sent on day re- 


ceived (usually on large 
items only); item re- 
turned next day 


*®Items to be protested are 


returned next day 
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By Telegraph, Teletype, 
Telephone, Private Wire and Cable, 


Continental Illinois National Bank Transfers 


Millions Every Hour 


Day in and day out more than a quarter of a 
million dollars a minute! That’s how speedily business 
funds are transferred from coast to coast and around the 
world by this bank. 

You are cordially invited to use these facilities, our 
experience, and our network of correspondent banks in 


your daily business operations at home and abroad. 


Continental Illinois National Bank 
and Trust Company of Chicago 


CHICAGO 90, ILLINOIS 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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A Drawee Is Liable In Cashing 
A Check With Forged Signature 


The author here points out the importance for a bank to have 
employees who can recognize a forged signature. He emphasized 


these points to his classes in the recent Central States School of 
Banking at Madison, Wis. 


ASED on the precedent of Price 

vs. Neal, over 185 years of sub- 
sequent decisions and the N.I.L, the 
first general rule for us to consider 
in connection with forgeries is as 
follows: 


A drawee of a check upon which 
the signature of the drawer is 
forged cannot recover the amount 
paid thereon to a bona fide holder 
for a valuable consideration who 
is without fault in taking or nego- 
tiating the paper. 

Let us restate the rule in a differ- 
ent way: Since the drawee bank is 
presumed to know the drawer’s sig- 
nature on a check, the drawee will 
not be permitted to recover from an 
innocent payee or other good faith 
holder the amount which it pays on 
a check bearing a forged signature 
of the drawer. Moreover, indorsers 
are not held to warrantee or guar- 
antee the genuineness of the draw- 
er’s signature to the drawee bank. 

Even assuming that the drawee is 
not actually negligent, it is practi- 
cally an insurer to other innocent 
parties of the genuineness of the 
drawer’s signature. This is an im- 
portant exception to another well- 
known general rule that, as between 
innocent parties, money paid under 
a mutual mistake of fact may be 
recovered. What are the reasons for 
holding the drawee bank to such a 
strict accountability? 

The result is an equitable one. 
The drawee bank, in cases where 
the drawer’s signature is forged, 
should not be considered a wholly 
innocent party. If the forged check 
comes to the drawee bank in the 
regular course of business, and the 
bank, having an opportunity to ex- 
amine it, determines the check valid 
and pays it, such payment is at 
least constructive negligence. 

Commercial convenience and 
public policy require this rule deny- 
ing the drawee bank the right to 
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By PAUL C. HODGE 


General Counsel, Federal Reserve Bank 
of Chicago 


recover a payment made on a 
forged check to an innocent person. 

As between the drawee bank and 
innocent holders, there must be a 
fixed time and place to adjust and 
settle all prior forgeries and mis- 
takes, and that place should be the 
drawee bank at the time of pay- 
ment. The drawee has the means of 
protecting itself against forgeries 
(the signature cards) and, there- 
fore, the drawee is bound to know 


Five Important Points On The 
Liability Of A Drawee Bank 
For Paying On Forged 
Signatures 


1. A drawee bank, having the 
official signature cards of its de- 
positors, is fully responsible to 
its depositor if it cashes a check 
with a forged signature. 


2. The bank may recover its 
loss, from the forger, but it cannot 
recover from 
(indorsers). 


3. Some courts permit the 
drawee bank to recover from a 
negligent payee or indorsing 
bank—but negligence must be 
proved. 


4. The payee of a check is 
considered to be in a better posi- 
tion to know about the validity 
of a check than are indorsees. 


5. Banks other than the drawee 
bank are not generally presumed 
to know when a signature is 
forged, for they do not have the 
signature card for comparison. 


innocent holders . 


the signatures of its depositors. 

Most courts follow the rule of 
Price vs. Neal, One notable excep- 
tion is in the State of Pennsylvania 
where the rule was changed by 
statute in 1849. In that state, not- 
withstanding the subsequent adop- 
tion of the N.LL., the courts have 
held that the drawee of a forged 
check may recover even from an 
innocent holder. There, however, 
to permit recovery, it must be shown 
that there was no negligent delay 
on the part of the drawee in discov- 
ering and reporting the forgery. 

When the holder of a check, upon 
presentment, does not take reason- 
able precautions to determine its 
genuineness, courts may consider 
him negligent. Also, the payee of a 
check is considered to be in a better 
position to know about the validity 
of a check than are indorsees. So 
there is a tendency to place more 
of a duty upon the payee to return 
the amount of a forged check. The 
cashing or initial bank handling a 
forged check may be held to a 
greater degree of responsibility than 
subsequent indorsees. 

We will all agree, as do the courts, 
that the drawee bank should be 
able to recover from the forger or 
from any party to the transaction 
who negotiated the check with 
knowledge of the forgery. Likewise, 
there is merit to some of the deci- 
sions which hold that the drawee 
may recover from a_ negligent 
payee. However, negligence of the 
payee should not be imputed to the 
bank which cashes or accepts the 
forged check for deposit. Neither, 
in my opinion, should any of the 
banks in the chain of collection of 
a check have any duty to determine 
whether the signature is forged. 

It is very important that all our 
courts, in so far as possible, strictly 
follow the rule of Price vs. Neal and 
only in rare instances permit re- 
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covery by the drawee bank on a 
check where the signature is forged. 
Such uniformity should promote 


confidence and stability in the han- | 


dling of checks. 


I agree with the statement of the | 


Supreme Court of Wisconsin in the 
ease of Fidelity & Casualty Com- 
pany of New York vs. Planenscheck 


(1929) (200 Wis. 304, 227 N.W. | 


387), commenting on Price vs. Neal: 


“The adoption of the Negotiable In- | 


struments Act by nearly every state 
of the Union resulted from a belief 
that a uniform law upon the sub- 
ject approximated in importance a 
national currency system, and it was 
passed for the purpose of harmon- 
izing and making uniform the law 
upon a subject concerning which 
there was much disagreement, giv- 
ing rise to embarrassment and con- 
fusion in the commercial world. 

“The end thus attained should not 
be frittered away by conflicting 
judicial interpretations of that act. 
In construing the act, courts should 
the more readily yield to precedent 
in order to avoid a conflict of 
authority as discouraging as the 
situation existing prior to the adop- 
tion of the law.” 

The general rule as to the rela- 
tionship of the drawee bank to its 
depositor on a forged check is as 
follows: 

A drawee bank is bound to know 
its depositor’s signature and, if it 
pays a check on which the signa- 
ture is forged, the drawee will be 
liable to the depositor, unless the 
payment was caused by the deposi- 
tor’s negligence, or there is an estop- 
pel or ratification. 

This rule of liability on the part 
of the drawee, which is also based 
on Price vs. Neal, is not changed by 
the fact that the drawee exercises 
a high degree of care or that the 
depositor is also negligent. 

The American Law Institute and 
the National Conference of Commis- 
sioners on Uniform State Laws have 
been sponsoring and are in the final 
stages of drafting a new uniform 
Commercial Code which will result 
in part in the simplification and re- 
writing of the Negotiable Instru- 
ments Law and the Bank Collection 
Code. Under the present Negotiable 
Instruments Law, and numerous 
court decisions interpreting it, there 
is a conflict of authority on the lia- 
bilities and rights of drawee banks 
with respect to instruments, partic- 
ularly checks, where the signatures 
or indorsements, or both, have been 
forged. 
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Tear off stamp 


Moisten stamp 


Place stamp 


Stick stamp 


Moisten flap 


6 things that 
nobody does better— 


Mailing with adhesive stamps, by hand, is 
tedious and time taking. Mailing with a postage 
meter is fast and efficient 

The meter never runs out of wanted stamp 
denominations. A flick of a lever provides any 
unit of postage needed. 

The meter prints directly on the envelope a 
dated postmark, and the exact postage needed— 
seals the flap at the same time. 

For parcel post, the meter prints on 
gummed tape, delivered moist or dry, any 
amount of postage needed in a single stamp. 

And a meter holds as much postage as you 
want .. . protects postage from damage, loss, 
misuse . . . keeps exact record of expenditure. 

Metered mail speeds through the postoffice, 
too—no wait for postmarking and cancelling. 

Whether your outgoing mail is much or 
little, there’s a postage meter for your needs— 


a convenience in the small bank, and a real 
postage and work saver in the big! . . . Call 
the nearest PB office . . . or write direct to 
Stamford for illustrated booklet. 


= pITNEY-Bowes Postage Meter 


PITNEY-BOWES, Inc., 3850 Pacific St., Stamford, Conn. ¢ Originators of Metered 
=~ Mail. Largest makers of mailing machines. Branches in 93 cities in U.S. and Canada. 


w~ 
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JULY 17, 1948 


TEN CENT( 


F.D.R. gives Churchill free advil 
_ on India. Churchill is furiou! 


THE SECRET PAPERS OF HARRY L. HOF, 


A vivid feature article in the July 17th issue of Collier’s and a con- 
densation of it appearing in the September Regder’s Digest have now 
brought the story of the PLUS SERVICES of American Express Travelers 
Cheques to over 14 million readers of Collier’s and over 50 million read- 
ers of the Digest throughout the world. 

When you read this informative article you see why the customers 
to whom you sell American Express Travelers Cheques come back to do 
more business with you... 

...you sold them Travelers Cheques that:they could spend any- 
where in the world. 

.. their purchase became their ‘membership card” in the foremost 
travel organization, where they found the mafy financial and travel 
services they needed. 

Make every sale a goodwill sale—sell American Express Travelers 
Cheques. 


For effective general promotion material—newspaper 
mats, counter cards, blotters, literature—write W. 
H. STETSER, Vice President, American Express 


\ME RI CAy Company, 65 Broadway, New York 6, N.Y. 
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TAVELING Compantoy 


ELEANOR 


? 


HARRIS 


From its 139 offices scattered over 
the world, the American . 


64 MILLION READERS of these two outstanding publications— 
millions of whom are your customers—have been told of the Plus 
Services that are back of American Express Travelers Cheques. Plus 
Services that they look for when they buy protection for their 
travel funds. 

These articles tell how the 154 American Express offices and thou- 
sands of travel bureaus and representatives all over the world render 
extra services to the holders of American Express Travelers Cheques 
... How they serve your customers with many travel aids such as 
handling mail, arranging hotel reservations, providing interpreter 
services, taking care of baggage, assisting with customs clearance, 
and, yes, even witnessing wedding ceremonies for anxious parents 
in other parts of the world. 


beats ~ Sell Your Customers 
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11,763 New Deposit Accounts 
From A Ten-Week Employee Contest 


In addition to getting this pleasing number of new accounts, 
all employees showed increased interest in their work. 


UR experience with contests at 

the Irving consists of two em- 
ployee contests, the first solely to in- 
troduce a new service (special 
checking accounts); the second pri- 
marily for the introduction of thrift 
or savings accounts. 

Both of our contests were highly 
successful, not only because they 
were responsible for putting a lot 
of new accounts on the books, but 
also because they helped encourage 
employee in erest in the Company. 

In our 10-week contest which 
ended in June, a goal of 5,000 sales 
was set—a total of 11,763 were 
made. About 80% of this total were 
thrift accounts. Keep in mind that 
this was a new service for the bank. 
It was not advertised to the public, 
not even announced in a publicity 
release. 


Here are some of the reasons why 
this contest proved to be a success: 

Organization Outside counsel is 
important. First, you get a lot of 
really expert help and ideas. We 
feel it is vitally important to get 
the right consultant—one who spe- 
cializes in banking. 

There’s a second important bene- 
fit gained by retaining such coun- 
sel. You often find it’s a good way 
to sell the management some of your 
own ideas. 


We realized that to do the job 
right would require weeks of plan- 
ning—and because the job was 
properly organized and begun in 
ample time, it was more successful. 


Ammunition We supplied every 
employee with a Quiz Book which 
gave complete information about 
the campaign—the rules and regu- 
lations. 

We also prepared and furnished 
our salesmen with unlimited quan- 
tities of hard-hitting sales leaflets 
and encouraged them to use as many 
as they could wisely dispose of. 

Incentives There were commis- 
sions for every sale, bonuses for the 
fifth and tenth sales, grand prizes 
for the most sales, and inter-group 
prizes. There was a company-wide 
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By JAMES M. TONSMEIRE 


Advertising Manager, Irving Trust Company, 
New York, N. Y. 


jackpot drawing with scores of 
merchandise prizes. 

Another important campaign in- 
centive was the Tri-Rocket, a reaily 
down-to-earth sales weekly. One of 
the values of the Tri-Rocket was 
that it was educational as well as 
interesting. People wanted to read 


Six Reasons Why Employees 
Secured 11,763 New 
Deposit Accounts 


1. Careful organization of the 
contest made it more successful. 


2. Every employee was sup- 
plied with complete printed in- 
formation about the contest. 


3. Commissions were given for 
every piece of new business se- 
cured. 


4. A weekly sales bulletin was 
issued to all employees. 


5. All members of high scoring 
teams were entitled to attend the 
President's Dinner. 


6. Meetings were held at 
which sales methods were dis- 
cussed. 


it and looked forward to receiving 
it. It gave new and interesting sales 
stories, and the incentive of star 
salesmen to see themselves and their 
scores in print kept interest at a 
high pitch. 

The final incentive was an invita- 
tion to attend the President’s Din- 
ner. Individual and group leaders, 
as well as all members of the eight 
high scoring teams, were to attend. 
This dinner, designed to develop 
teamwork among the various 
groups, proved as stimulating an 
incentive as any cash prize or extra 
week’s vacation. 


Staff Management While several 
senior officers of the bank acted in 
an advisory and planning capacity, 
the real job of running the contest 
and making it click was done by 
non-official employees of the staff. 
The campaign manager, group lead- 
ers, and team captains and lieuten- 
ants whose responsibility it was to 
see that individuals performed—all 
were members of the non-official 
staff, 


Sales Training Though time pre- 
vented doing a thorough job of 
training every salesman, group 
meetings were held at which spe- 
cific sales methods were discussed 
and salesmen demonstrated how 
they sold one or all the services. 

In addition, branch office and 
group meetings were held to ex- 
plain the services in detail so that 
the persons trying to sell them could 
understand why they were desir- 
able from the customer’s point of 
view. 


Concentration of Sales Effort Ob- 
viously, some individuals won't 
even try to sell, come what may. 
So we concentrated our greatest 
effort on encouraging the best sales- 
men to sell more rather than to 
waste time encouraging individuals 
who probably were not going to 
make an honest effort anyway. 

Wholesale Solicitation Several of 
the better salesmen owe a measure 
of their success to mass solicitation 
of employees of outside companies. 
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"The boss calls my 
Remington Noiseless a 
gilt-edged investment” 


““Do you know that we're getting almost a 15% return on a $2500 invest- 
ment thanks to your new Remington Noiseless!’, my boss exclaimed. “The 
$2500 is what you, your typewriter, operating supplies and taxes cost us 
annually ...and we've gained 15% in efficiency with your new Remington 
on the job. Your Noiseless only cost us about 114% of our total invest- 
ment — figured over a period of five years—and we now get maximum 
return on our typing dollars!’ 

“Speaking from a dollars and cents standpoint... that kind of 
savings can't be beat! Neither can the crisp, distinctive print- 
work of my Noiseless. It's really an unbeatable combination of 
typing perfection with quiet!” 


al 
EMINGTON NOISELE 


Lactesive Pressare Priating gives smooth, Exclusive Page End-lcator flashes warning 
quiet operation at the touch of a finger! when end of typewritten page approaches! 
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Why And How 


HE forger speaks! Every time a 

forged document is discovered, 
the person who committed the for- 
gery speaks out loud, for no one can 
write exactly like another person. 

The forger does not have the same 
thoughts, nor the same mind, nor 
the same traits of character pos- 
sessed by the writer of the genuine 
document. That is why he cannot 
write exactly like the person who 
wrote the original document. 

A forgery, in order to be a for- 
gery, must be an effort to copy a sig- 
nature or other written instrument. 
In order to be a forgery, it must be 
an effort to imitate an original. 
Otherwise, it is not a case of forgery. 

The man or woman who signs 
another’s name to a check, and 
passes it without endeavoring to 
imitate a signature, is guilty of 
fraud, but he or she is not a forger. 
The person who disguises his hand- 
writing is not committing a forgery 
unless he has attempted to imitate 
another’s handwriting. 


The Grapho-Analyst dissects the 
handwriting by measuring strokes 


Or Wwe we ee 
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Forgeries Can Be Detected 


By C. H. FLETCHER, G. A. 


Questioned Document and Lie Detector Examiner, 
Chicago, Ill. 


in their relation to one another. 
Each stroke has a meaning all its 
own as to whether it is light or 
heavy, large or small, clear or 
blurred. 

The forger does not write with a 
free hand such as used by the per- 
son who writes the original docu- 
ment. Instead, he draws the signa- 
ture or written document with the 
same effort that arf artist draws. The 
forger is an artist. That is why he 
is able to get away with his crimes 
of forgery for a certain length of 
time—but, sooner or later, all for- 
gers are caught. 

To the eyes of the average per- 
son there are many people who 
write alike, but to the trained an- 
alyst, no two writings have ever 
been found to be exactly alike in 
every detail. 

There are a great many people 
who possess some of the traits found 
in many specimens of writing, but 


oe 


The signatures at the bottoms of these two cheques are plainly forgeries which can 
quickly be detected if you examine them letter by letter and compare them with the 
original signatures at the tops of the Travelers Cheques. Note how similar the letters are 
in the originals and how dissimilar the letters are in the two forgeries. 
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the writing of two people in which 
all the traits are alike has yet to 
be found. 

All handwriting is made up of 
strokes according to the thinking 
habits of the writer, Each person, 
because he possesses a mind of his 
own, makes it impossible for others 
to write as he does. That is why you 
will never find two persons who 
write exactly alike—not even in 
twins—they don’t think alike. 

The forger must do a mechanical 
job; so he becomes precise, whereas, 
handwriting is a natural reaction, 
and it is not precise except as the 
individual writer may be precise. 

A questioned document examiner 
must have the ability to dissect 
handwriting which is necessary to 
discover a forged document. 

The secret of discovering a forged 
document lies in your ability to see 
the blurs, retraced lines, blots, or 
corrugated lines. 

The reason for the blots and blurs 
is: the writer tries to write like the 
person who wrote the original docu- 
ment. When the person doing the 
forging comes to a new combination 
of strokes, blots and blurs will ap- 
pear. He is not familiar with the 
natural writing which is made with 
reasonable fluency. Therefore, he is 
confronted with different thoughts 
and cannot put the same thoughts 
into the writing as are contained 
by the person writing the original 
document. 

Here is a good test for you to 
make right now. Take a piece of 
plain paper and start writing some- 
thing—anything. You will discover 
that, before you can put on paper 
any strokes, you must first think 
of what you are going to write. 
Your traits of character determine 
how you make the strokes. Your 
handwriting is the mirror of your 
mind, so to speak. You can’t write 
without first thinking of what you 
are going to write. 

The mistake made by all forgers 
is that they do not realize that their 
thoughts are not the same as the 
person’s whose writing they are 
trying to duplicate. 

Put a signature, not your own, 
under a piece of transparent paper 
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and copy it. You will discover that 
you will move slowly, and as you 
do, the strokes will vary, some thin, 
some thick, according to your traits 
of character. If you want to dupli- 
cate each stroke, you will find your- 
self going back and making some 
heavier where they are not heavy 
on the signature being copied. You 
will also discover that you made 
heavy strokes where light ones ap- 
peared in the other writing. You 
will also discover that many of the 
strokes are corrugated, wrinkled, 
or wavy. 

When you look at a signature in 
which all the strokes are corru- 
gated, be sure you know the person 





Principles On Which Forgery 
Detection Is Based 


1. No two people can write 
exactly alike. 


2. Traits of character are re- 
vealed by handwriting. 


3. The forger attempts to copy 
a signature. 


4. Handwriting can be dis- 
sected by comparing strokes 
used in making individual let- 
ters. 


5. Each stroke is either light, 
heavy, large, small, clear, 
blurred, corrugated, wrinkled, or 
wavy. 


6. A forger does not write with 
a free hand—he draws. 


7. A signature that is not writ- 
ten with a free hand should be 
suspected and studied. 


8. Blurs, retraced lines, and 
blots, though indistinct are warn- 
ings of a forgery. 

9. Forgeries can be detected 
by comparing the dissimilarities 
of a signature with the genuine 
signature in the files when avail- 
able, or, by having the individual 
write his or her name on a piece 
of paper and comparing it with 
the signature on the face or the 
back of the check, paying atten- 
tion to the various strokes and 
formation of individual letters. 
Examine them carefully. 


10. Forgeries are discovered by 
carefully examining strokes that 
form each letter. 
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FOR YOUR 


CUSTOMERS 
AT YOUR REQUEST 


@ As a correspondent of this bank you can call 
upon us for many services to your customers. For 
them at your request we will: 


Issue travelers’ checks and personal letters 


of credit. 


Make foreign remittances and collections 
wherever conditions permit. 
Make loans of approved character. 


Serve as trustee or agent for individuals or 
charitable institutions, and for pension and 


profit-sharing funds. 


Receive, deliver and safekeep securities. 


Purchase and sell United States Government 
Securities, State and Municipal Bonds. 


As your Chicago correspondent, we share with you 
...and your customers all of our banking, trust, 
bond and operational facilities. 


THE NORTHERN 
TRUST COMPANY 


50 SOUTH LA SALLE STREET, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 


presenting the check. Illness or old 
age may cause the writer to write 
with corrugated edges. If you know 
the person presenting a check on 
which the strokes have corrugated 
edges, have no fear of cashing it. 
But if you are not positive of the 
integrity of the person presenting 
the check, investigate and be sure 
before accepting it. 

A check made with corrugated 
writing, signed by a person other 
than the person presenting it, should 
be investigated. : 

The pictures with this article 
show two American Express Travel- 
ers Cheques to which the buyer’s 


second signatures were forged. The 
same man forged the name of the 
buyer to both checks, but, as you 
will note, they were cashed in two 
different places, neither one of them 
banks. 

The Campbell Investment Co. 
cashed one for $20 and sent it to 
its bank in a deposit. The National 
Motor Finance Co. cashed the other 
and sent it to its bank for deposit. 


If you will compare the original 
signature and the forged signature 
in both cases, you will see many 
discrepancies. The method is to ex- 
amine each letter carefully. In this 
case, the person who cashed the 


37 





When suspected forgeries are enlarged, it is easy to see the blots and the difference in 
the shading of the lines. These signatures are obviously drawings and not freely written 
words. They were drawn by the same forger but are not alike. 


check had the original to compare 
the signature with, but he merely 
glanced at the two signatures and 
concluded that it was the same man 
who had written both signatures. 

If you examine each letter sepa- 
rately and compare it with the 
original, you will see that the same 
man did not write both signatures 
on either one of the checks. 

First, consider the one cashed by 
the Campbell Investment Co. The 
letter “F” is quite different from 
the original. Note that the little 
curve at the top of the letter “F” 
is quite different. It is made in a 
different way. Note also that the 
crossing of the letter was not at all 
alike in both signatures. 

Also note the little hook on the 
forged signature which is the begin- 
ning of the upstroke of the letter 
“T.” That is not on the original. 

On the original, the letter ‘“‘o” is 
closed at the top. On the forged, it 
is open. 

The letter “y” is not at all like 
the original when you compare the 
forged signature with the signature 
at the top of the travelers cheque. 

In the same way, if you examine 
each letter in succession, you will 
see that none of them agrees with 
the original. Take the letter “‘b” in 
the word “Gibson.” The original 
signer had a large loop at the top. 
The forger had no loop whatever. 
Notice the capital “G” in the forged 
signature. It is a reverse G forma- 
tion—not at all like the original. 

It is necessary in banks to get in 
the habit of comparing each letter 
with the signature card to avoid 
accepting forged signatures. 
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Now compare the signatures of 
the original purchaser—the two at 
une top of tne two cheques. You'll 
see that each letter was made in 
exactly the same way in each sig- 
nature. There are slight differences 
but not essential differences. The 
bottom loop in the letter “y” in the 
word “Floyd,” for example, is es- 
sentially the same in both original 
signatures, and the same is true of 
all other letters. 

When the forged signatures are 
enlarged, as you see them in an- 
other illustration, you can see that 
each of these signatures was drawn 
and not written with free strokes. 
That feature alone is always a 


warning. The person who signs his 
own name, writes with a free 
stroke. The person who tries to 
imitate that signature, writes slow- 
ly and shows by small blots, blurs, 
and variations in the shading of 
each stroke that he is making an 
effort to copy someone else’s writ- 
ing. 

The dissimilarities in the forged 
signatures compared to the originals 
are very noticeable. Notice the small 
“qd” the way it is formed in the 
word “Floyd” and the blur in the 
word “Floyd” in note No. B30,474,- 
441. 

In some forgeries, only one dis- 
similarity will be found which, 
when compared with the original 
signatures, is sufficient to prove it a 
forgery. In these photographs you 
will find many dissimilarities. 

I wish to thank my good friend 
and colleague Mr. Ben Garcia, Ex- 
aminer of Questioned Documents, 
Denver Colorado, for sending me 
these photographs for my article 
this month. 

Note—Future articles by Mr. Fletcher will 

deal with more information on forgeries, 

character traits of the forger, and char- 


acter traits to watch for in the hiring of 
new employees in banks. 


The better informed our employ- 
ees are, the better salesmen they are 
for our business. They take more 
pride in their work, they are more 
enthusiastic, and they are better 
equipped to deal with the public.— 
H. C. Nicholls, cashier, The First 
National Bank, Madison, Wis. 


Handwriting Analysis Provides Accurate Information 
About Character 


Such success has been met with in 
basing judgment of character on hand- 
writing, when that handwriting is ana- 
lyzed by an expert Grapho-Analyst, that 
Bankers Monthly has arranged with the 
author of this article to provide a hand- 
writing service to its readers: 


Prospective and Present Personnel—Mr. 
Fletcher will tell from four or five lines 
of handwriting on the application blank, 
or on any other piece of paper, whether 
the prospective or present employee can 
be depended upon for honesty, ac- 
curacy, and congenial relationships 
with other employees. In this report, Mr. 
Fletcher will also answer the following 
four questions. Is the writer a potential 
thief, a potential embezzler, untruthful, 
or deceitful. 


Prospective Borrowers—A few lines on 
a loan application will enable Mr. 
Fletcher to tell whether the applicant 


is honest, prompt in meeting his obliga- 
tions, thrifty or extravagant, and in- 
clined toward success in business. 


Prospective Depositors—Sample hand- 
writing will reveal a potential forger 
or a dishonest person who should be 
refused a deposit service by your bank. 


As a special service to its customers, 
Bankers Monthly has arranged for a 
very reasonable price—$2 for each 
handwriting sample. Mail the sample 
you want analyzed, and please specify 
which type of report you desire, to C. H. 
Fletcher, 2515 West 82nd St., Chicago 
29, Ill., and mention Bankers Monthly. 
A statement for the service will be sent 
with the report. 


Note: The publishers exercise no control 
in this matter and their only connection 
in this service is to have made the ar- 
rangements for their readers to get the 
handwriting service from Dr. Fletcher 
at a nominal cost. 
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Sound Loans To Local 
Business Build The 
Community 


The local banker controls most 


of the financial pipelines in his | 
community. He has its deposited | 


funds at his disposal. Two general 
courses are open to him. He may 
concentrate his investments in low- 
risk, low-yield outside securities. 
This is the easy way. For a time, 
it may provide sufficient income to 
satisfy the bank’s needs. But it will 
not set the banker up as a useful 
citizen or the bank as a source of 
full public service in the commu- 
nity. 

On the other hand, he may care- 
fully direct excess local capital first 
into investments that build and en- 
courage the sound economic devel- 
opment of the community. This 
means sound loans to farmers and 
local business to create greater ef- 
ficiency and rising community in- 
come.—Chester C. Davis, president, 
Federal Reserve Bank of St. Louis. 


Preparation For Prompt 
Decisions On Local Loans 


Many country banks new main- 
tain card files of farmers in the 
territory which they are serving. 
Many also keep their loan files up 
to date and have considerable de- 
tailed information in them. These 


are practices which might well be | 


extended and improved. 


A country bank can be very help- 
ful to farmers by doing this, be- 
cause it will mean that it is pre- 
pared to make prompt and correct 
decisions with respect to applica- 
tions for loans, Other contact with 
the farmers also will reveal oppor- 
tunities for making more loans 
which will be productive of returns 
for both the borrower and the bank. 
You serve no useful purpose in 
making production loans unless 
they are of this class.—O. B. Jes- 
ness, chief, Division of Agricultural 
Economics, University of Minne- 
sota, 


In the administration of other 
departments of the bank, the mat- 
ter of title is of utmost importance, 
but in safe deposit management, 
title is of no importance, for right 
of access to a box is the basis upon 
which management succeeds or 
fails. 


Keys to unrented safe deposit 
boxes should be under dual control. 
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Teamwork Benefits The Bank — 


Staff Magazines Promote Teamwork 


MPLOYEE magazines are a use- 

ful part of any bank personnel 
program because they help to defeat 
the employee’s “I just work here” 
attitude and encourage him to feel 
that he plays a vital part in an im- 
portant organization. 


Correspondents call on Industrial 
Bank for answers to big and little 
questions on all phases of con- 


sumer credit. 


The prompt replys are based on 
this. bank’s 35 years’ experience 


pioneering amortized lending. 


An editorial such as was recently 
printed in Southern Citizens, staff 
magazine of The Bank of Atlanta, 
Ga., brings to the employee a pic- 
ture of a highly integrated bank in 
which his job is as necessary to its 
smooth operation as the next fel- 


CONSUMER 


CREDIT 


INFORMATION 


BUREAU 


NINTH AND WASHINGTON - “. STL LOUIS “D ) MO. 


low’s. The article reads as follows: 

“If you are a ‘baseball bug,’ you 
understand the expression ‘Tinker 
to Evers to Chance.’ Those three 
were the famous ‘double play’ com- 
bination of the Chicago Cubs. They 
have come to symbolize ‘teamwork.’ 

“In a bank, teamwork makes, 
and lack of teamwork breaks, cus- 
tomers every day. We had a good 
illustration of that recently in At- 
lanta. John Moore and Russell Bob- 
bitt, new business men, contacted 
a newcomer to Atlanta and secured 
a very nice checking account. That 
was the direct job; then came the 
teamwork. 

“They reported this man as an 
excellent trust prospect. Out went 
Mr. Merrell of our trust department. 
In came the man’s will and an 
agency arrangement. And the cus- 
tomer, this newcomer to Atlanta, 
is outspoken in his appreciation of 
the service made possible for him. 

“The reverse of this picture was 
outlined recently by Philip K. Bark- 
er, vice president of the Granite 
Trust Company, Quincy, Massachu- 
setts. Mr. Barker very aptly calls it 
‘Murdering bank accounts.’ Bank 
accounts are often murdered by the 
carelessness and_ indifference of 
tellers and bookkeepers: by tellers 
who talk among themselves and let 
customers wait; by bookkeepers 
who post wrong checks to custom- 
ers’ accounts; by mailing clerks who 
mail statements to the wrong per- 
sons; by tellers who pitch a pass- 
book back to a depositor rather than 
pass it back with a smile. Bank offi- 
cers are often guilty, too, and when 
they are, it frequently involves 
much more substantial accounts, 
and accounts of individuals who are 
in a position to influence the closing 
of other substantial accounts.’ 

“Yes, banking is a teamwork 
business. Good will takes years to 
build and seconds to destroy. Our 
hats off to the Moore, Bobbitt, Mer- 
rell combination — but—let’s re- 
member that the customer they 
brought in will stay only if the rest 
of the team also plays the game and 
serves him well.” 
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One employee recently contrib- 
uted the following verse which, ap- 
parently, illustrates the way he 

kk maintains a feeling of importance 
even on rainy days: 
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‘ O48. Dovis-Fisher-Kayne, Inc 


Don’t worry if your job is small 
And your rewards are few. 
Remember that the mighty oak 
Was once a nut—like you. 
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ETHIOPIAN SALT MONEY 


In many parts of Ethiopia bars of crystal salt are used 
as money. Due to custom, the value of this money suffers 
constant deterioration in a rather curious manner. It is a 
courtesy, when meeting a friend to offer the salt “‘coin’’ to be licked. Thus good manners are 
truly a luxury and one’s politeness varies directly with one’s pocketbook. Salt has also been 
used as money among civilized peoples. Part of the pay of Roman Legions was a salt ration 
which gave rise to the expression that a man was “worth his salt.” 

This is typical of the hundreds of fascinating stories of money which form a new series of 
Bank Advertisements called “IT’S LEGAL TENDER.” Originally produced for a Chicago 
LaSalle Street Bank, the success of this series was so great that it is now being offered to you 
on an exclusive basis in your community, yet at nominal cost. Each ad comes to you complete 


Quotes From Staff 
Magazines Which Have 
Promoted Teamwork 
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2. Good will takes years to 
build and seconds to destroy. 


3. An employee takes a great- 
er interest in his work if he knows 
why he is doing it. 


4. Sooner or later a man dis- 
covers, if he is wise, that life is 
a mixture of good days and bad, 
victory and defeat, give and take. 


5. He learns that it doesn’t mat- 
ter so much who gets the credit, 
so long as the job is done right. 


6. He learns that no man ever 
got along alone, and that it is 
only through co-operative effort 
that we move on to better things. 


A recent issue of About the First, 
staff magazine of the First National 
Bank of Boston, contained an ar- 
ticle which told employees about 
the bank’s new radio program. 

Another article was the first in- 
stallment in a series of articles on 
different departments of the bank. 
An employee takes a greater inter- 
est in his work if he knows why he 
is doing it and where it will go when 
he has finished it. The first install- 
ment, which follows, describes the 
Safe Deposit Vaults. Several pic- 
tures accompanied the article: 


Deep In The Heart Of The Bank 


“Below the lower banking floor 
of the Milk Street office, there is a 
two-story structure designed and 
built to withstand fire, earthquake, 
flood, and robbery. Known as the 
Safe Deposit Vaults, the upper floor 
has 8800 boxes and safes available 
to the public. The lower vault is 
used by the Bank and Trust Com- 
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in mat form, together with a commercial message. 


“IT’S LEGAL TENDER” brings you the 


perfect answer to the perennial problem of how to make bank advertising readable and pro- 


ductive. The unusual stories featured in 


‘IT’S LEGAL TENDER” 


assures consistent, high 


—— of your advertising message. Here at last is truly effective promotion in minimum 


space an 


at minimum cost. Proofs, prices and complete information about * 


tie-in’” booklets 


and blotters sent without obligation. Write today. 


118 S. Clinton Street 


pany in safeguarding currency, 
negotiable instruments and secu- 
rities. 

“In the 14 bank offices having 
safe deposit vaults, there are over 
40,000 installed boxes and safes 
available for use by the public. The 
pictures on this and the opposite 
page depict the various steps in 
serving a vault customer at 67 Milk 
Street, or any of the offices having 
vault facilities.” 


“IT’S LEGAL TENDER” 


Chicago 6, Illinois 





board just recently installed. The 
bank is currently using advertising 
space along the entire base of the 
scoreboard to feature The First Plan 
—using these words, ‘Save money 
when you buy your next car.... 
Finance it through The First Plan 

. You use your own insurance 
agent or company.’ The scoreboard 
itself is nearly as large as a tennis 
court and is operated by a 165 tog- 
gle-switch panel. When television 


Most employee magazines have attractive covers—imany use photographs of local interest. 


“What Goes On Here” is another 
informative department in About 
the First. Short items, such as this, 
keep the employee informed about 
the latest projects of the bank: 

“Next time you visit Braves field, 
if you haven’t done so already, you 
will see the name of The First Na- 
tional Bank of Boston prominently 
displayed on the new $50,000 score- 


starts, perhaps you will see the 
bank’s name on the screen of your 
set, if you have a set and if the eye 
of the television camera is pointed 
at the scoreboard, which we all hope 
it will be.” 

The bank’s history was given 
briefly in one issue of No Protest, 
employee magazine of the State- 
Planters Bank & Trust Company of 
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Strengthen Your 
Doubtful Risks 


With Lawrence 


Receipts 


Judged by its prevailing risk 
criterion, a bank’s portfolio 
contains many loans on open 
account which may well be 
placed on a secured basis. 
Lawrence warehouse receipts 
issued on the borrower’s 
inventory in such cases protect* 
the lender with collateral 
which is fundamentally sound. 


*Lawrence receipt holders are pro- 
tected by the strongest and broadest 
fidelity bond and legal liability insur- 
ance in the field warehouse industry. 
Thus Lawrence can always discharge 
its liabilities in full. 


Use this new Lawrence book to pre- 
pare the way for secured credit with 
customers for whom secured credit is 
indicated. Write us for free copies. 


AWRENCE WAREHOUSE 


OMPANY 


Nationwide Field Warehousing 
DIVISION OFFICES: 


SAN FRANCISCO II, CALF. NEW YORK 5, N. Y. 
37 Drumm St. 72 Wall St. 
CHICAGO 2, ILL. 
IN. La Salle St. 
Los Angeles « Boston « Philadelphia « Pittsburgh « Buffalo 
Cleveland « Cincinnati « Kansas City * St. Louis « Atlanta 
Des Moines ¢ Charlotte © Jacksonville « New Orleans 
Houston « Dallas « Denver « Phoenix « Portland « Seattle 
Spokane © Stockton « Fresno « Washington, D. C. 
Manila, P.L 


| Richmond, Virginia. 
| entitled “Our Family Tree,” gave 
| the date and 
| founding, the important events in 
| its history, the name, location, and 
| the size of its branches. The number 
| of staff members and the size of 
| their families is mentioned to make 





The article, 


circumstances of 


the employee feel he is a vital part 


geles, prints a bit of advice from 
the bank president: 


“As I Was Saying... 

“Sooner or later, a man discovers, 
if he is wise, that life is a mixture 
of good days and bad, victory and 
defeat, give and take. 

“He learns that it doesn’t pay to 
be a sensitive soul. 


Interesting photographs, many of them made by employees, are used on the 
cover of the employees’ magazine of The First National Bank of Boston. 


of a very human institution. 

No Protest helps the employee to 
feel that he is not a non-entity in 
the bank by publishing pictures of 
employees’ children. Seven pages of 
a recent issue were devoted to 
photographs of children. 

A roving reporter page called 
Sound Judgment, and a section of 
personal items about weddings, 
births, deaths, retirements, and 
vacations are also included in this 
magazine. 

Southern Citizens, magazine of 
The Bank of Atlanta, calls its birth 
department the -““Stork Club.” The 
bowling club has a page of pictures 
and items about averages called 
“Strike.” 

The Citizens Chronicle, employee 
magazine of the Citizens National 
Trust & Savings Bank of Los An- 


“He learns that all men have 
burnt toast for breakfast now and 
then, and that he shouldn’t take the 
other fellow’s grouch too seriously. 

“He learns that he who loses his 
temper, usually loses. 

“He learns that carrying a chip 
on his shoulder is the easiest way 
to get into a fight. 

“He learns that the quickest way 
to become unpopular is to carry 
tales and gossip about others. 

“He learns that it doesn’t do any 
harm to smile and say ‘Good morn- 
ing,’ even if it’s raining. 

“He learns that it doesn’t matter 
so much who gets the credit, so 
long as the job is done right. 

“He comes to realize that the 
world would run along perfectly 
well without him. 

“He learns to sympathize with the 
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young people, because he remem- 
pers how bewildered he was when 
he first started out on his own. 

“He learns not to worry when he 
loses, because his experience has 
shown that if he gives his best, his 
average will break pretty well. 

“He learns that no man ever got 
along alone, and that it is only 
through co-operative effort that we 
move on to better things. 

“He learns that folks are not any 
harder to get along with in one 
place than another, and that getting 
along depends about 98% on his 
own behavior.” 


vers, 
ture 
and 


A Plan To Provide 
Future Bank Executives 


The selection and education of 
employees is highly ‘important. 
With the facilities available through 
the courses of study offered by the 
American Institute of Banking, 
special banking schools and exten- 
sion divisions in colleges, bankers 
are encouraged to continue to adopt 
programs looking to the develop- 
ment of bank executive timber as 
a medium through which bank 
management may be perpetuated. 
—H. Morgan Craft, vice president, 
|The Farmers and Merchants Na- 
tional Bank of Los Angeles. 



















As Part Of Complete 
Review Of Operations 
Study Changes In Surplus 


No review of operations is com- 
plete until changes in surplus are 
studied. Generally, one is privileged 
io observe these in the light of 
“hind-sight” and, as a result, he 
should be able to review the causes 
of change more objectively. Here 
the charges in the form of divi- 
dends (or possible heavy tax ad- 
justments) are paid for capital 
tisked in the business, and refer- 
ence should be made to adminis- 
trative salaries to see how the re- 
spective participants (management 
and owners) fared in the distribu- 
tion as cash or increment from 
earnings. Great disparity in 
amounts distributed to the differ- 
ent parties (particularly where 
management and ownership are 
ot identical) may forecast future 
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Cin reillidlon 


@ The Detroit Bank extends a cordial invitation to 


the bankers of the country to visit our bank . . . and 


to make it your service headquarters while attending 


the Convention of the American Bankers Association 


in September. 





COMMERCIAL AND 
SAVINGS BANKING 
* 


= 32 CONVENIENT OFFICES 
5 THROUGHOUT THE CITY 
9 e 


THE 





DETROIT BANK 


Member Federal Deposit Insurance Corporation 


w 


shares as groups and in overall 
capitalization. — The Credit De- 
partment — published by Robert 
Morris Associates. 


Signature cards for savings ac- 
counts should be taken in duplicate, 


Conventional mortgage lending, with integrity on the part of the borrower, and honesty, prudence, 
and intelligence on the part of the lender, has, over the century, proved itself to be a desirable lodgment 
for money for long-term investments.— Frank C. Rathje, president of the Chicago City Bank and Trust 


" 


and one sent to the auditor who 
will keep it under lock and key. 
Deposit tickets and withdrawal 
tickets should be locked up, and 
should not be available to the de- 
partment except under audit super- 
vision. 


Washington Boulevard (above) is probably the best lighted 
boulevard in the world—huge hotels, office buildings, and 
exclusive stores line this famous thoroughfare. 


Woodward Avenue from. the National Bank Building (left 
below) runs from the Detroit River through the main business 
section and the city’s art and cultural centers, and is the 


main highway to Michigan's glorious North Country, Mackinaé 
Island, and the Northern Peninsula. 


Detroit's growing New Center district (right) has grown and 
prospered around the General Motors, Fisher, and New 
Center Buildings. 


NATIONAL BAN 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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OF AMERICAN BANKERS ASSOCIATION 


Detroit is the center of the automotive 
industry—responsible for a major share of 
the national income ... In 1937 (last U. S. 
Census of Industry) the volume of all Detroit 
manufactured products was approximately 
three and one-half billion dollars. This year’s 
estimated volume of non-automotive products 


alone will exceed three billion dollars. 


The National Bank of Detroit was organized 
in 1933, and is now thirteenth among the 
nation’s banks, with deposits exceeding one 
billion dollars and is national leader in War 
and Savings Bond sales. 


Detroit's skyline at night, from the river through which passes annually more traffic than is carried by the Suez or Panama 


Canal or the ports of New York or Liverpool. 


NTHLY® ptember, 1948 





Give consideration only to the 
possible answers listed with each 
question. 


What official banking or gov- 
ernmental organization has the 
abbreviation F.L.B.? 


a. Federal Land Bank; b. Federal Loan 
Board; c. Federal Lending Bureau. 


If your bank owns $50,000 of 

bonds issued by the City of 
Cleveland, in what item in its bal- 
ance sheet would this amount be 
included? 


a. Deposits; b. Government Securities; 
ce. Other Securities. 


Which state has less than ten 
banks, not counting branches? 


a. Arizona; b. Nevada; ¢. Idaho. 


4 | In which of the following de- 
partments would you be most 
likely to hear the term “coupon?” 


a. Bookkeeping; b. Proof department; 
c. Investment department. 


Which of the following titles of 
articles did you see in a recent 

issue of Bankers Monthly? 
a. Canada Is Changing To The Inde- 
pendent Banking System; b. “Bearer” 
Checks For Payrolls Save Time For 
Drawer And Bank; ¢. FDIC To Pay Bank’s 
Losses On Investment Securities. 


6 | Which of the following titles 
is most commonly used in 
banking? 


a. Vice president; b. Buyer; c. Detective. 


Which of the following items 
on the balance sheet are com- 
monly included under the general 
title “total capital funds?” 
a. Common stock; b. Surplus; ¢. Preferred 
stock; d. Undivided profits; e. Reserves. 


In which of the following loans 
would a R.E. mortgage most 
likely be involved? 

a. For the purchase of machinery to 
equip a factory; b. For the purchase of 
land on which to build a factory; ¢. For 
the erection of a building to be occupied 
by a factory. 


(Answers on page 50) 


E) If one of your bank’s custom-° 


ers wanted to ship a carload of 
manufactured goods to a customer 
in Chicago and wanted to be sure 
that the goods were paid for in cash 
before they were delivered, how 
could your bank,help him in the 
transaction? 
a. It could write a letter to the firm in 
Chicago and ask them to send a check 
to your bank; b. It could have the cus- 
tomer issue a sight draft and send it 
with an order bill-of-lading properly 
indorsed to your bank’s correspondent 
in Chicago. The city bank would deliver 
the bill-of-lading only on payment of 
the sight draft. Then it would transmit 
the money to your bank and your bank 
would credit it to your customer; ¢. It 
would ask the city customer to sign a 
note for the amount. 


How does a bank commonly 
acquire real estate listed on its 
balance sheet as “other real estate?” 


a. It purchases it outright; b. It was 
security on real estate loans which had 
to be foreclosed; ¢. It is real estate on 
which the bank has a branch. 


If you were information clerk in 

your bank, which would be the 
correct answer to the following 
question: “Where can I find out how 
to collect a coupon on a Glendale, 
Oregon, school bond? 


a. Any teller can tell you; b. We don’t 
sell bonds; ¢. Our collection department 
on the second floor will be glad to help 
you. 


Who of the following would be 

most likely to know whether 
a check drawn on a small bank in 
Minnesota is a non-par check or a 
par check? 


a. Bookkeeper; b. Transit clerk; ¢. State- 
ment clerk. 


If a 90-day note is dated May 
5, on which date will it fall 
due? We will assume that the due 
date is not Sunday and that your 
bank is open on Saturday. 
a. Aug. 4; b. Aug. 3; ¢. Aug. 5. 


Which of the following rules 
regulates Federal Reserve 

Member Banks? 
a. A member bank may not lend more 
than $2,500 to any of its executive of. 
ficers; b. The bank may not lend any 
money to a director of another bank in 
the same town; ¢. The bank may not 
lend any money to a director of an 
other bank in the same county. 


A bank loan officer who han- 
dles loans only would most 
likely have which of the following 
blank forms in his desk? 
a. Farmers Financial Statement; b. Proof 


settlement sheet; c. Teller’s settlement 
sheet. 


In which book should the fol- 

lowing account be found?—To- 
tal Cash Items. Returned checks 
and any other items which the 
tellers are endeavoring to collect 
from the persons who negotiate 
them; other items upon which the 
primary effort of recovery is nor- 
mally made by the tellers; items 
held, displacing cash, in process of 
collection. 


a. Savings ledger; b. General ledger 
c. Commercial ledger. 


If the interest on $1,000 for 
eight months was $23.34, at 
which rate was it computed? 
a. 42%; b. 342%; ¢. 4%. 


Which of the following is the 
common name for the amount 
a bank is prepared to lend a named 
customer, together with the condi- 
tions and terms of the loan? 


a. Credit rating; b. Line of Credit; ¢. Loan 
Value. 


Which of the following me 
chines is most likely to be # 
the office of a bank president? 


a. Dictograph; b. NCR posting mach 
¢. NCR Proof machine. 


Which of these names is mos 
likely to be heard in most amy 
large bank in the U. S.? 


a. Brink’s; b. Thomas; ¢. Swindel. 
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most 


ourters on horseback galloped through- 
* out the countryside bearing the news 
when the Declaration of Independence was 
adopted. In Exeter, New Hampshire, the 
fateful message was dispatched to Colonel 
Nicholas Gilman, whose son, young John 
Taylor Gilman, then read it in the public 
square while the townspeople listened “with 
unutterable emotion.” 

The house where the message was de- 
livered was built in 1721 by Nathaniel 
Ladd, a member of one of Exeter’s more 
prominent families who were among the 
first settlers. Another Nathaniel Ladd 
sounded the trumpet that signaled an early 
revolt against the royal governor and was 
the only one of the rebels crafty enough 


The Tap Room in the old kitchen 


September, 1948 


The Major General John Sullivan Room 


to escape trial. One eccentric member of 

the family kept a coffin in the house in case 

of sudden demise and invented a pair of 

wings which he maintained would enable 

him to “cleave the air like a bird” until he 
experimented from an upstairs window. 

In 1747 the house was bought by 

Daniel Gilman and for many years 

was owned by members of the Gil- 

man family who were said to be as 

numerous as the sands on the sea- 

shore and who played an influ- 

ential role in affairs of state and 

nation. One of the most distin- 

guished was Colonel Nicholas Gil- 

man who as state financier earned 

the title of “the brains of the Revo- 

lution in New Hampshire.” Impor- 

tant meetings were held, state 

secrets discussed and the Battle of 

Bennington planned in the room in 


Captain Nicholas Gilman, Jr. 


his house which served as the treasury. An- 
other room was used as the jail where 
debtors were chained to an iron ring which 
may still be seen. 

Nicholas’ son, John Taylor Gilman, 
proved his patriotism at an early age by 
marching off to Cambridge with a band of 
volunteers the morning after the Battle of 
Lexington. He succeeded his father as state 
treasurer and served a number of terms as 
governor. At the alarm of Portsmouth in 
1814 he took personal command of a large 
detachment of militia. His brother, Cap- 
tain Nicholas Gilman, Jr. who was on 
Washington’s staff, participated in many 
important battles and later served as dele- 
gate to the Constitutional Convention and 
as Senator from New Hampshire. 

The Ladd-Gilman house is now owned 
by the New Hampshire Society of the 
Cincinnati and is commonly known as 
Cincinnati Memorial Hall. 

The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American Homes and the 
Homes of American Industry. 


* THE HOME * 
Srsurance Company 


NEW YORK 
FIRE © AUTOMOBILE ® MARINE INSURANCE 
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Our Best Borrowers Are Farmers 


Farm chattels and farm lands are always readily salable and the liv- 
ing expenses of farmers are much less than the expenses of city folks. 


DEFINITELY prefer making 
loans to farmers. Living in a 
farming community, being inter- 
ested in farming, and raised as a 
farmer, I am no doubt partial to a 
loan like this. 

Our experience has been that the 
farmer who farms and stays with it 
will repay his loan, even though 
he might not do it as scheduled. If 
he has a crop failure, he puts out 
another one, and, in time, will and 
must come out of it. His values may 
inflate or shrink, but he has the 
farm, and it will be there, hot, dry, 
cold or wet. 

He perhaps does not reap as large 
a return on his investment as the 
merchant or manufacturer, but he 
is sure of a return in the long run. 
His living expenses are much less 
than those of the city dweller. Con- 
sequently, he does not go behind as 
much as some other business that 
has to shut down for a spell. 

The principal governing factor in 
making a loan is the amount and 
the man, If the amount is small, we 
will allow a customer to sometimes 
overreach himself. If the amount 
is large, then a definite understand- 
ing must be had. All the troubles 
about a loan should be had at the 
time the loan is made. 
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By R. J. PIVONKA 


Cashier, The Farmers State Bank, Albert, Kansas 


The man who will be a good bor- 
rower for a bank is the young man 
who accumulates some money and 
readily salable assets while he is 
still at home with his parents. This 
boy will talk his problem over with 
his banker and his parents and, on 
their advice, proceed very carefully. 
He would be considered good for 
any amount he might ask for. He 
won’t involve himself too deeply, 
and will grab every opportunity to 
get a profit. He is satisfied with a 
reasonable profit. He will then salt 
this away. 

The young fellow who insists on 
holding his crop for an unreasonable 
time to gain on a potential price 
advance, has to be coached. This 
idea will stay with him, and the 
price is never right, and he prob- 
ably will sell at a loss in the end. 
This chap, in future advances of 
credit, will find that he has to put 
up a good security, will be watched, 
and will not make progress as the 
one who takes advantage of all 
breaks in taking a reasonable profit. 

In short, the borrower who is a 
good saver and sticks to his busi- 


ness, will make any bank a profit- 
able customer, The man who accu- 
mulates property of whatever na- 
ture and does not overextend him- 
self, is almost without exception a 
good borrower. 

Some borrowers are “visionary.” 
They are born optimists. The prin- 
cipal reason these men don’t get as 
much credit is that they all too fre- 
quently go “out on a limb.” Some 
want to keep up with their neigh- 
bors, buy rather heavily of unnec- 
essary goods, and do not take care 
of what they get. These loans, while 
many times granted, really do the 
borrower no good. It would be bet- 
ter if he were told in plain words 
what is wrong. Competition, how- 
ever, does not always permit this 
remedy. 

Loans for land purchases have to 
be appraised carefully, owing to in- 
flated land values, but land sales 
here are nil. The ones who have 
won’t sell. Consequently, the buyer 
is going to other parts. 

Farm real estate loan payments 
are usually dependent on the crop. 
They are usually drawn up for three 
years, with annual reductions ex- 
pected. These reductions do not 
come as regularly as installments 
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h are “headache” checks? 
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o CHECK NUMBER 
oate_ Zio 932 ” 


$ 366 | 10 |5188/04] 30/42 
Uz 


DOLLARS 
TEXTILE COMPANY 


Would the lister see at a glance Does the row of boxes help in 
the correct amount of this check? speedy and accurate handling? 


ee 


Is the account easy to identify, What is the correct amount of 
the amount properly indicated? this payroll check? 


... for the right answers 


SEND FOR THIS FREE BOOK! 


We believe you will find this Hammermill idea- 
book, “BUSINESS CHECKS,” an interesting 
refresher. It shows 12 examples of time-wasting 
faults taken from checks in actual use. Then it 
illustrates diagrammatically the eight essentials 
of good check design ... all conforming to recom- 
mendations of the American Bankers Association. 

Many bankers find distribution of this book 
a tactful way to persuade their customers to de- 
sign their checks properly. Send coupon for a copy. 
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Remember ...even the best designed bank and busi- 
ness checks give greater satisfaction on the safety 
paper that really protects—Hammermill Safety. 
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Safety Paper Division, R Erie, Pa. 

Hammermi per Co., 1505 East Lake Road, ’ 
yments§ 2s a“ ae mvs 
SSR an a nape 


Please send me—free—a Copy of “BUSINESS CHECKS.” 


nk letterhead) BM-Se 


rn Oe . Orie P t.6 7 6 1 N ON 


September, 1948 





Seven Points In This Tested Loan Policy 


. A farmer will surely pay his loan, even though he may 
not do it on the scheduled date. 


2. Farmers are sure of an income. 


3. Living expenses are less for farmers. 


4. A farm boy who starts right and talks things over with 
his banker is generally able to repay any amount he 


asks for. 


. A borrower who is a good saver and sticks to his busi- 
ness is a profitable bank customer. 


. We use a plain note with borrowers who show a good 
statement and who have been prompt in making pay- 


ments in the past. 


. We take a chattel mortgage from those who have not 
been so prompt in the past. 


on a home, for a crop does not al- 
Ways pay out as we would like to 
have it. These loans, therefore, are 
made on a more conservative basis 
than those we would make on a 
home with payments due frem 
wages. 

We are in a country town in a 
very good agricultural community 
which raises wheat, cattle, feed 
grains and alfalfa. We also have 
considerable, though not big, oil 
production. Our deposits run about 
$1,600,000 and our loans about 
$340,000. 

Up to this time, we have taken 
care of all legitimate demands, be 
what they may, store inventories, 
automobiles, farm loans, farm ma- 
chinery, homes—new and_ used, 
furniture, medical. 
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We make term loans and instail- 
ment loans. Usually, we try to time 
a loan to meet the need of the bor- 
rower; and then, at the same time, 
make arrangements for its repay- 
ment. 

On the installment loans, we 
make arrangements that payments 
be made monthly or at such times 
as will be practicable to the bor- 
rower. Our home mortgages are all 
on the installment basis. Some run 
longer than others, due to the fact 
that the borrower’s ability in some 
cases is not so great as in others. 
Also, the amounts differ. 

We make our loans on about a 
50% to 60% basis, but have ex- 
ceeded this in some cases where 
we are well acquainted with the 
borrower’s ability, job, size of loan, 


etc. We have never had any difficul- 
ty with this type of loan. 

We make personal loans for al- 
most anything. On borrowers who 
show a good statement, and whose 
experience has proved to us that 
they will take care of it as promised, 
we use a plain note. In the case of 
those who might be a little on the 
negligent side, we take a chattel 
mortgage on what they may have 
to offer, be it livestock, grain, ma- 
chinery or automobiles. It is not 
our policy to take a chattel on 
household goods. We do take it now 
and then on new purchases, such 
as refrigerators, radios, and the like. 


Answers To Bankers 
Monthly Quiz No. 63 


1 a. There is no Federal Loan 
Board and there is no Federal 
Lending Bureau. 


ba c. If the bank owns the bonds, 

the amount would not, of 
course, be added to deposits and it 
would not be included in “Govern- 
ment Securities’ because, only 
United States Government Secu- 
rities are included under that head- 
ing. “Other securities” includes 
bonds of all types except U. S. Gov- 
ernment Bonds. 


b. Nevada has only 8 banks. 

Those 8 banks have eighteen 
branches. Arizona has 13 banks; 
Idaho has 48 banks. Nevada is the 
only state that has less than ten 
banks. Hawaii has nine banks with 
44 branches, but Hawaii is not yet 
a state. 


c. The word “coupon” would 

refer to an interest coupon 
which is commonly a part of a cou- 
pon bond. 


b. Neither of the statements 

labeled “a” or ‘“c’’ would be 
true and Bankers Monthly tries to 
publish true statements. 


fa a. If there is an officer in a 

bank who does the buying of 
equipment and supplies, he is com- 
monly called “purchasing agent” 
and not “buyer.” It is true that some 
banks have police officers, but they 
are not commonly designated “‘de- 
tectives.” 


All of them. “Total capital 
funds,” as you see, includes 
more than the capital stock. 


b. or c. It is possible that a 
chattel mortgage might be 
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OF OUR BANK! 


as reported by H. LEE HUSTON, cashier and vice-president, 
Columbus Junction (lowa) State Bank 


Purina Dealers George W. Weber, left, and J. H. 
Huston, right, have been partners for more than 30 
years, Purina Dealers for 25 years. 


George W. Weber has been president of the Columbus 
Loan Junction Bank for more than 20 years—and the Purina 
deral Dealer for more than 25 years. During that time, the 

interchange of credit information between these two 

institutions has helped the community, the bank and 
onds, the store to build agricultural income on a sound, 
|, of practical basis. 
nd it 
yern- 
only 
5ecu- 


“Knowing livestock and livestock men makes Mr. 
Weber a keyman in this agricultural community,” says 
Cashier Huston. “He deals personally with them in 
anes, his store, and on their farms every day. And he freely 
ated exchanges credit information with our bank on these 
Cant feeders. In 21 years, the bank never has had a loss 


’ H. Lee Huston, banker, points to 21 
on feeders recommended by Mr. Weber.” . oe 


y years’ experience working with the 
“And I’ve never had to take up a note that the bank eee Prine Dealer— without a single loss. 


$ ” x f 
anks. accepted,” adds Mr. Weber. if (Do not confuse Mr Huston ° 
hteen Weber & Huston with Banker 


anks: | Bankers everywhere find their Purina Dealer a key- es Huston. They are uncle and nephew.) 

is the | man in the agricultural community—a good man to 

n ten | know better. 
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Opportunities in Your Community 
There are new opportunities for community 
building in your town, too. Make it a point to 
talk over the livestock and poultry possibili- 
ties of your area with your Purina Dealer soon. 


would 
upon 
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If you do not have a Purina Dealer in your 
ments town, now, find out about the Purina Fran- 
ld be chise as an opportunity for young men in your 
‘ies tof Boag . aS ae get ‘ community. Purina Chows for livestock and 

~ ; poultry and Purina Sanitation Products are 
manufactured in 32 strategically located 
plants and carry the Checkerboard label, rural 
America’s best known trademark. 


in a 
ing of 
com- ; ‘ a 
gent” ‘3 Franchises are open in some communities 
t some = ‘ now. Find out about this valuable franchise 
t they , i —. for the new business prospects of your com- 
| de= Jt munity. Write today to Dept. C, 


RALSTON PURINA COMPANY 
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taken on the machinery, but this 
is not likely. A mortgage taken on 
land or on a building would classify 
as a real estate mortgage. Either 
one might be used as security for a 
loan. 


b. The common and best way 

to assure a bank’s customer 
that the money for goods he ships 
will be paid before the goods are 
delivered is to use a sight draft to 
accompany a bill-of-lading. The 
person buying the goods cannot get 
possession of them until he delivers 
the bill-of-lading to the railroad 
company or trucking company, and 
he cannot get the bill-of-lading 
from the city bank until he pays 
the sight-draft. After he pays the 
sight-draft, he then receives the 
bill-of-lading. With it, he can get 
the goods. 


b. Banks do not commonly own 

real estate other than that oc- 
cupied by the bank and its branches 
unless the real estate has to be 
taken to protect the bank in case 
a loan on the real estate is not 
paid. The bank’s own building and 
land are commonly listed on the 
balance sheet as “bank buildings 
and equipment.” 


c. If your bank has an invest- 

ment officer, he would be the 
one who would know how to collect 
a coupon on a bond. If your bank 
has no investment officer, it prob- 
ably would be wise to refer the 
customer to the cashier or one of 


the other officers who understands 
bonds. As a matter of fact, in a 
bank which has only one active of- 
ficer, the cashier would really be 
the investment officer. 


b. One of the duties of the tran- 

sit clerk is to know which 
banks charge exchange on their 
checks. There are about 2,000 non- 
par banks in the United States. The 
number is decreasing rapidly, how- 
ever, and transit clerks who handle 
the checks drawn on out-of-town 
banks must keep in touch with the 
changes in the exchange methods of 
banks on which checks are handled. 


b. There will be 26 days in 

May; 30 days in June; 31 in 
July and 3 in August. That makes 
a total of 90 days. 


a. The Federak Reserve Board 

issues regulations for member 
banks. The regulation listed as “a” 
in the question is one of them. It 
provides further that such a loan 
must be approved by the entire 
Board of the lending bank. 


ik] 4a. A loan officer would not be 

likely to have a proof settle- 
ment or a teller’s settlement sheet 
in his desk if he handles loans only. 
He would be likely to have a farm- 
er’s financial statement, although 
the loan officer does not commonly 
keep the financial statements of all 
his farmer customers in his desk. 
The point is, one statement might 
be there. 


assure you of prompt, efficient 


handling of every type of banking transaction. 


Our extensive services are at the disposal of 


all banks. 


CiTy NATIONAL BANK 


AND TRUST COMPANY of Chicago ¢ 
208 SOUTH LA SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 


b. The total of cash items held . 


over would be entered in the 
general ledger until they were col- 
lected. After that, they might be 
credited to either the savings ledger 
or the commercial ledger to the 
accounts of persons leaving them 
for collection but, while they are in 
process of collection, they would be 
entered in the general ledger, for 
they are a part of the bank’s assets, 


iO. 


b. Good commercial customers 

are commonly assigned a “line 
of credit” by the loan committee or 
the board of directors, and these 
customers may commonly borrow 
up to that limit without further ref- 
erence to the board or the finance 
committee. 


a. Certainly you would not ex- 

pect to find an NCR posting 
machine or a proof machine in the 
president’s office. A dictograph is a 
device by which a president could 
dictate to a stenographer in another 
room, or he could use it to talk to 
an officer in another room. It is a 


device which does not have a trans- 
mitter or receiver like a telephone. 


a. Brink’s Express has offices 

and armored trucks in most all 
large cities for the purpose of trans- 
porting coin and currency between 
banks and large commercial firms 
who order large quantities of money 
for payrolls. The other names are 
not specifically connected with 
banks. 


Corporation accounts always re- 
quire a resolution of the board of 
directors covering authority to sign 
or endorse checks, and the corporate 
seal must be affixed thereto. 


Checks received for deposit pay- 
able to companies, and deposited to 
individual accounts, must be 
checked with the resolution file. 
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. ; customers and tellers alike say 
that machine method is faster than man- 
ual method. . no question but that 
our internal cograties has also been 
improved . 


FORT WAYNE NATIONAL BANK 
FORT WAYNE, INDIANA 


“ . . ,. Customers like neatness and speed 
with which transactions are handled 4 
handle more depositors per teller than 
ever before... 


LAFAYETTE NATIONAL BANK 
LAFAYETTE, INDIANA 


“ss . . window detail has decreased to 
amount necessary to serve customer . 
customers have remarked on speed of 
tellers compared to old system . 


PEOPLES NATIONAL BANK OF WASHINGTON 
SEATTLE, WASHINGTON 


6 . we can say without reservation 
that our customers consider the change 
a progressive step ... we are well 
pleased with our installation 
FIRST NATIONAL BANK OF PORTLAND 
PORTLAND, OREGON 


approve 


BANKS REPORT: 


Gibtsineyitssas 


when the change is made 
to Burroughs Commercial 
Teller’s Machines 


Nearly five million checking account 
customers in 46 states are now being 
served by Burroughs Commercial Teller’s 
Machines. That they—and the tellers and 
bank management—like this modern kind 
of banking is proved by the scores of 
enthusiastic reports already received from 
banks all over the country. 


You, too, will find this increased customer 
good will an important banking asset. 
Your Burroughs representative can give 
you the complete story on users’ experience. 


WHEREVER [THERE'S BUSINESS THERE'S 


Burroughs 
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, customers have been very well 
pleased .. . estimate that lobby lines 
are disposed of 20% to 30% faster . 
tellers have been assisted in balancing 

. we are ares satisfied with the 
installation ‘ 


Twe STATE yy BANK OF EL PASO 
EL PASO, TEXAS 


. Manner in which tellers accepted 
new system very gratifying to manage- 
ment of bank customers prefer 
official registered receipt to passbook 
depositors well pleased with 
system and results obtained..." 


FIRST NATIONAL BANK OF PHILADELPHIA 
PHILADELPHIA, PA 


. Many depositors expressed sur=- 
prise that something of this nature 
had not been done when balancing of 
—— was eliminated many years ago 


i . thorough st 
passbook system comp 
System ... we deci 
. large majori 
complimented us 


ice was we 

service to cust® 

of new tellers, prote 
customer on all transactidmM 
lieve all banks will eliminate 


PUGET SOUND NATIONAL BANK 
TACOMA, WASHINGTON 


machines of great assistance to 
tellers in speeding up counter work and 
in providing a complete audit record of 
all transactions . customers’ re- 
action has been uniformly favorable 
teller reaction excellent..." 


HOWARD NATIONAL BANK & TRUST CO. 
BURLINGTON, VERMONT 





Attention— 


Portability Feature Of New 
Business Machine Stand 


Safeguarding and assuring ac- 
curate operation of business ma- 
chines has been the goal of the 
Sherman-Manson Company in 
marketing the sturdy streamlined 
stand shown herewith. 

One of the Ideal Series, the 23A, 
features tubular steel frames and a 
raising and lowering device which 
permits the stand to become mobile 
or stationary, depending upon the 
wishes of the user. A quick lever 
movement raises or lowers the 
stand instantly. 

With the lever -in forward posi- 
tion, the stand can be moved safely 
and quietly on four easy rolling 
swivel casters, which are offset to 
prevent tipping. Throwing the lever 
to the rear lowers the solid legs of 
the stand to the floor. With the solid 
legs down, the stand is extremely 
stable for use. 

The tops and shelves of the stand 
are of 5-ply genuine wood veneer 


PURCHASING OFFICERS: 


Your Buyer’s Guide will appear again 


in 


the October issue of Bankers 


Monthly. 


A complete, convenient, and reliable 
guide to sources of supplies for banks. 
Over 700 firms and their products 
will be shown. 


Right up to date — 
* Corrected addresses 
* New firms and their location 
* New products and their distributors 


The NEW Buyers Guide—in October 


with beveled edges. Stands are sup- 
plied with or without raised or flush 
drop-shelves, stationery cabinets or 
drawers. All shelves are inter- 
changeable right or left. 


With the shelf up, total top sur- 
face of the 23A is 29 inches wide 
by 18% inches deep. Its height is 26 
inches. The stand is available in 
brown, black, maroon or green, 
frame finish; walnut, oak, mahog- 
any or green wood top and shelf 
veneer finish. 

For additional information con- 
tact Marshall-Jackson Co., 26 South 
Clark Street, Chicago 3, Ill., dis- 
tributors of Sherman-Manson prod- 
ucts. 


Dictation On Mailable Disks 


Instead of dictating onto a wax 
cylinder, a dictating machine called 
SoundScriber uses a plastic disk” 
which is so light, yet so strong, that) 
it can easily be mailed when de-) 
sired. 

Disks of different sizes are pro- 
vided so that either short dictation 
or long dictation may be accom- 
modated. A three-inch disk holds 
four minutes of dictation. A five- 
inch disk holds 15 minutes of dic- 
tation. A seven-inch disk holds 30 
minutes of dictation. 

A microphone held in the hand 
or one placed on the desk may be 
used. As a matter of fact, some 


George Baldwin 


This nameplate is new and different! Its 
dark walnut base with bold white letters 
looks well on desk or window. Write today 
for illustrated folder on this new principle of 


sign design 
PLASTICRAFTS 
108 Ohie Mansfield, Ohie 
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banks use these machines in the 
directors’ room at a time when 


loans are being discussed, so that 6,9 4 2 


if there is any question later as to 


what was said, the disk containing ° e o 
the conversation may be brought A Lima (O) 7 

out and each director can then hear 

his own voice. Banker Reports 


The machine is made by Sound- 
Scriber Corporation, New Haven 4, 
Connecticut. 
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New Tellers’ Chair Rolls, T 
HRIFTICHECK Customers carry an average deposit balance of 
Folds Out Of Way over $300; and check usage is about 6 a month. They are entirely 
new to the bank and were attracted, we believe, because this no- 
minimum balance plan fills their needs at a price they are willing 
to pay. 
A reasonable amount of advertising was placed (promotion 
material and operating supplies are furnished without charge). 
Space and time costs are paid out of the income from the sale 
: of TurirtiCueck books alone which now exceeds $1,000 a 
Kansas City, Mo. month. TurirtiCueEck has stimulated business in other depart- 


The old wooden stool, which is ments and earnings from the aggregate deposit balance now 
being replaced by the new Shawmut exceeds $18,000 a year. 


The long-felt need for a comfort- 
able and convenient tellers’ chair 
has been solved by the National 
Shawmut Bank of Boston in con- 
junction with the Cramer Posture 
Chair Co., 1417 McGee Street, 


Practical, factual evidence in our Brochure tells why 
TurirtiCueck is a profitable department in hundreds of 
banks from coast to coast. A copy will be sent you on request 
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— know ahead the first withdeorded tn in 
Saal . 
an How To Guard Against (hime to stop the second one. Of 
prod4 Duplicate Withdrawals course, after the second withdrawal, 
the crook leaves town. 
Some crooks have followed the Similar duplicate withdrawals 


plan of establishing themselves as have been made more or less inno- 
depositors in banks and, after a few cently by husbands and wives using 
weeks, making a withdrawal in joint accounts. Ways of avoiding 


disks 


wax cash amounting to almost the entire duplicate withdrawals were out- 
-alled | balance of the account, followed lined in the July-August 1948 Bul- 
disk shortly afterward by making adup- _letin of the American Bankers As- 
, that: licate withdrawal at another teller’s sociation, Protective Department, as 






















n de=) window, believing that the book- follows: 


keeping department would not ““A defense eguaa double or dup- 
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mut, was heavy, uncomfortable; 
and the splinters which caused 
many a pair of ruined nylons were 
very unpopular with the tellers on 
the distaff side. 

The smaller tellers’ cages (5 feet 
wide by 6 feet deep), also devel- 
oped by Shawmut, make every inch 
of space count, so the new chair, 


Tellers’ Posture Chair at the Shaw- ‘“‘We Safeguard Privacy 


of Our Customers’ Business’”’ 


















hen you equip your phones with the Hush-A-Phone, the 
above might well be the headlines of a newspaper ad. 
Moreover every customer visiting your bank can observe that 
you are protecting HIS privacy. 
The Hush-A-Phone is a scientifically designed phone 
silencer, weighing but 5 oz. that snaps on the transmitter of 
your phone and provides complete privacy of phone conversation. Even those seated 


hand 
ay be 
some 











' which has a folding back, can be at your desk cannot hear a word you say. 
< tucked beneath the counter out of The Hush-A-Phone also prevents phone talk annoyance - quiets the office; midst 

the teller’s way when not in use. ee it improves hearing. 
Its — : a More than 100,000 executives are using the Hush-A-Phone, and bankers are es- 
_ x Rgecred “ fitted with neil pecially enthusiastic. Write for literature. 
e of whic make 1 easy to move aroun HUSH A PHONE CORP 43 we 

: -A- ° est 16th St., New York 11, N.Y. 

-" the cage or under the counter. od od 
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A RESERVOIR OF . 
CHECKING ACCOUNTS 


Among those millions of people who 
maintain savings accounts, but who 
do not pay by check, can be found a 
vast, untapped checking account 
market. Very little effort has been 
made to reach this market for seven 
years and it appears timely now to go 
to work on it. 


deposit record, and a nice, gold- 
stamped cover. We sell it to banks 
for 60 cents, including postage 
mailed direct to thé customer, and 
the bank in turn presents it to its 
customers at no charge, with the 
understanding that subsequent orders 
will be purchased. 


Under this plan you not only reduce 
your operating costs by switching 
savings withdrawals to checking 
withdrawals, but you also recover the 
full cost of the checks themselves 
after the complimentary supply has 
been used. Thus you secure service 
charge paying checking account 
customers and increase propor- 
tionately the relative number of 
“thrift” accounts in your Savings 
Department. 


We suggest that you send a letter to 
all savings account customers who 
do not maintain checking accounts, 
stating the advantages of paying by 
check and emphasizing the low serv- 
ice charge cost. As an inducement 
offer them our “Free Fifty” pack- 
age, which would start them off with 
top quality Personalized Checks. Our 
“Free Fifty” is a little package con- 
taining 50 Personalized Checks, 
together with a check register, a 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 








in a small bank to an officer, and in 
a large bank, to the head teller. Also, 
every teller should be instructed to 
check with the bookkeeping depart- 
ment before cashing a check against 
a suspicious account and to request 
the bookkeeper to mark the ledger 
ecard ‘hold’ for the amount with- 
drawn. 

“It should also be noted that not 
every swindler who uses the double 
or duplicate withdrawal method in- 
quires first as to the amount of his 
balance before presenting a check 
for all or nearly all of it. Neverthe- 
less, when an inquiry is made re- 
garding the balance in a recently 
opened account, it is advisable to 
make a notation on the ledger card 
so that it may act as a “flag” when 
another inquiry follows within a 
matter of hours or a few days. In- 
quiries of that kind often indicate 
trouble ahead and attempts at 
fraud.” 


licate withdrawals is dissemination 
of the modus operandi among tell- 
ers and centralization of all infor- 
mation pertaining to accounts which 
ought to be regarded with suspicion. 
Usually, a suspicious account is one 
that was opened by a stranger not 
reliably introduced and not having 
a local business connection which 
could be verified. 

“Until the account proves itself, 
all information, and especially ques- 
tionable activity, should be reported 





FLOOR DIRECTORY 
« INFORMATION » 


RAIN SCHEDULE LOBBY 
us LOBBY 
LOBBY 
MEZZ 
MEZZ 
BASE 
BASE 
MAIN 


4EWS PAPERS 
BARBER SHOP 
s9EAUTY PARLOR 
1ESTAURANT 
sRILL ROOM 
HECK ROOM 


ROOM RATES 


K CLERK 


PRINTERS FOR THE BANKS 
OF AMERICA 
SIDNEY FELDSER 


Bank Printers @ Lithographers e Stationers 
Lancaster, Penna. 






Changeable Letter Signs for every p spose 
Svitable for Indoor and Outdoor use 


SEND FOR LITERATURE 


ACME BULLETIN CORP, 
37 E. 12th Street New York 3, N.Y. 
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Collection Envelope Cuts 
Costs, Speeds Results 





The Hodes-Daniel Company of 
New York City announces a new 
campaign to interest all types of | 
banks in using Triple-Duty Enve- 
lopes. 


Triple-Duty is a complete three. | be 
in-one mailing piece, consisting of | m 
outside envelope, notice form, and } is 
return envelope. Triple-Duty first, , all 
second and third notices are widely eff 
used for collecting delinquent pay- ca 
ments on auto, personal, mortgage, | tir 
farm, and commodity loans. Other | or 
uses include co-maker notices and | 
signature verification. 

These envelopes can be mailed in | th 
any quantity to any point in the | wij 
United States for only 14¢ each. wi 

All the customer has to do is de- | ha 
tach the notice form, enclose his sh 
check or money order, seal and | tr, 








na 
-_- 
AN 


CUSTOMER'S 
ADDRESS : | an 





ju 





RETURN 
ENVELOPE 


jel 


mail the return envelope. By mak- 
ing it easier for customers to remit 
payments promptly, Triple-Duty 
improves the over-all efficiency of 
collection systems and cuts down 
the need for second and third no- - 
tices. 
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Characteristics Needed 
By A Good Teller 


The National Association of Bank 
Auditors and Comptrollers, in its 
manual entitled “Teller Operating 
Procedures,” lists the following 
qualities commonly found in suc- 
cessful bank tellers. 

1. Efficiency — includes concen- 
tration, accuracy, speed and 
ability to perform duties. 

2. Appearance—=includes good 
taste in dress, giving an im- 
pression of alertness, neatness 
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5 and proper attention to per- 
sonal hygiene. 

3. Personality —includes  cour- 
ny of | tesy, tact, sympathy, sincerity, 
1 new | character, integrity, and gen- 
es of eral attitude toward custom- 
Enve- ers. 

| To all of these requirements must 
three. | be added the qualification of judg- 
ing of | ment, which, aside from integrity, 
1, and | is probably the most important of 
- first, _ all to any banker. One can be over- 
widely efficient and be disliked; and one 
t pay- can be so careful that too much 
tgage, time is consumed in handling an 
Other | ordinary transaction. 
Sand It is even possible to over-empha- 
| size the cultivation of customers to 
iled in | the point that too much time is spent 
in the with one customer while others are 
ach. waiting in line. Good judgment in 
is de- handling customer transactions is 
“ a shown by quickly analyzing each 
1 an 
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r mak- 
» remit 
e-Duty 


ney of 
down 





transaction as to its importance and, 
commensurate therewith, spending 
no more time in its performance 
than is necessary to assure correct 
and efficient handling. 

An employee must use a certain 
amount of judgment in jobs leading 
up to the teller’s position, but not 
until he is actually a teller does 
judgment become paramount. He 
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HAND 






Model No. 2X Hand Operated counts and packages 
400 coins a minute or count. 2,000 coins into a bag. 
Weight 25 pounds. 


rd no- 


f Bank 
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Model Ne. 4ET Motor Driven counts and packages 
800 coins a minute or twice as fast os the manvol 
: machine. Wear and function have been reduced to 
ONCEN*F minimum. Weight 76 pounds. 

2 ANGE Both models above count all denominations, stopping 
- et 20-30-40-50 coins or will count indefinitely. 
S. Registers can be reset. 


good ABBOTT COIN COUNTER COMPANY 
a 143rd ST. and WALES AVE. 
eatness 


NEW YORK 54, NEW YORK 
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is then acting on his own respon- 
sibility as never before. He must 
quickly decide on the regularity of 
the transaction and whether it falls 
within the scope of his authority. 
He must learn that the amount of 
caution to be used depends upon 
the size of the transaction and the 
known responsibility of the cus- 
tomer presenting it. 


Tax Planning For 
Husbands And Wives 


Published by Commerce Clearing 
House, Inc., Chicago 1, Ill. 96 pages, 
6 x 9 inches, heavy paper covers, 
price $1 a copy. 

Here is a timely handbook out- 
lining the salient points to be con- 
sidered when planning and making 
provisions for income, estate, and 
gift taxes under the new Revenue 
Act of 1948. As you know, hus- 
bands and wives may now, at their 
option, treat their income and 
property for federal tax purposes 
as though the husband owned one- 
half and the wife owned one-half. 
Here are the answers on when this 
is, and is not, advisable. This just- 
published book can point the way 
to substantial savings. 


AIC @ OTK 


Abbott Coin Handling Machines 


MODEL No. 7-5 


Abbott Motor-Driven Coin Counting Machine. A strictly 
heovy duty machine, rapid and durable, especially 
adapted for the use of Federal Reserve Banks, large 
commercial banks, Railway and Traction companies and 
others having large quantities of coins to handle. Has 
extra large revolving disc and extra large tray. Regu- 
larly furnished to lock automatically when 20-25-40 or 
50 coins have been counted, or will count coins indefinitely 
into a bag. Furnished to lock semi-automatically at any 
multiple of 100 coins. Can also be furnished to lock auto- 
matically on 100-500 or 1000 coins, at slight additional 
charge. 

Can be furnished for foreign coins and tokens at no extra 
cost. 

Other hand and electric models available. 


THE ULTIMATE IN... 
DIGNIFIED 
DESIGNATION 

















BANKING dignity and perma- 
nence are exemplified in your 
Exterior Signs when you specify 
and insist on NEWMAN Hand- 
Chased Cast Bronze Tablets. 
Suggestions and prices upon ap- 
plication. No obligotion. Ask for 
our free Tablet catalog. 


FIXTURES AND 
ORNAMENTAL WORK 


Ask about bronze, aluminum and stainless 
steel doors, raiiings, counter screens, name 
plates and letters. 


NEWMAN BROS., Inc. 


Dept. B-M_ Cincinnati 3, Ohio 





66 
YEARS 
YOUNG 





RAPID COIN ASSORTER 


Motor Driven is portable, visible, automatic. It separates 
mixed coins at the rate of 1200 a minute. The coins are put 
in the aluminum receptacle, the switch is turned on, the disc 
rotates and carries the coins up to the runway where 
quarters, nickels, pennies and dimes fall into four separate 
boxes on the left and half dollars fall into a box directly 
in front of the aluminum receptacle. Dimensions: 22” Wide, 
9” Deep, 10” high. Weight 30 pounds. Black enamelled 
finish on the steel, polished aluminum receptacle. Regularly 
equipped with 1.30th horsepower motor, 110 volts. Please 
state whether AC or DC current is used. 


Bank and Cashiering Supplies 


We can supply most any item needed for handling coins 
or currency. These include various types of coin wrappers 
and currency straps . . . coin, mail bags, bond and security 
bogs . . . lead seals and lead seal press . . . steel trays for 
containing wrapped coins ... currency trays. Please write 
for catalog describing these supplies and our coin handling 
machines. 


ABBOTT COIN COUNTER COMPANY 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 
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HANDSOME SOLID BRONZE 
SIGNS AND NAME PLATES 
We are specialists in designing distinctive 


bank signs, desk plates, tellers’ signs, etc. 
Write today for illustrated catalog. 


D STATES BRONZE 
IGN CO., INC 


A Complete Line of 
—MONEY WRAPPERS - 


STANDARD PAPER GOODS ‘cc 


WORCESTER 8, MASS. 


ER FOR BANK 


5 LOTT E R s ADVERTISING 


Colorful, effective blotters especially designed to 
promote bank services . . . Automobile Loans, 
Checking Accounts, Commercial Loons, Life insur 
ance, insurance Loans, Mortgage Loans, Personal 
and Instaliment Loons, Safe Deposit Boxes, Sav- 
ings and Thrift Accounts. Your own personalized 
message or ovr standard copy. 
Complete set of Samples on request. 


BONDSON PRESS 1463 Metcalf Ave. 


New York 60. N. Y. 


SUBSTANTIAL SAVINGS 


Rebuilt & Guaranteed Business Machines 
OUR 5-DAY APPROVAL PLAN 
ASSURES COMPLOTE SATISFACTION 


New & Used | CALCULATORS | 


ADDERS Marchant, Friden, 


Monroe, Burroughs, 
Comptometers 


ADDRESSOGRAPHS 


| 
& Elliotts | 
| 
| 
| 


Burroughs, 
Sundstrand, 
Remington, Victor, 
R. C. Allen 


| 
| BRANDT-COIN 
| CHANGERS 


Models 60-61-100-101 


| DUPLICATORS 


A. B. Dick, 
Mimeographs, 
Multigraphs, 


| VISIBLE FILES 
Multiliths, Standard | 


& Ditto Liquids Kardex, Acme-Rand 
— ALSO — | 


Sealers « Pitney-Bowes Metered Mailers 
Letter Openers « Folders « Stampers 
Checkwriters » Tying Machines 
Write Dept. BM-9 


MAILERS’ 
EQUIPMENT CO. 


40 West 15th Street 
New York 11.N.Y 
CHelsea 3-3442-3-4-5-6 


All models, hand & 
Electric. Also 
Graphotype 
embossing machines 
and all accessories: 
plates, trays, frames, 
etc. 


New Letter-Opening 
Machine Introduced 
By Pitney-Bowes 


The company whose postage 
meters are said to stamp and seal 
more than half the outgoing mail 
of American business, today intro- 
duced a device which it hopes will 
soon be opening just as large a share 
of the incoming mail. 

The product is a new desk model 
letter-opening machine called the 
Model LH ‘“MailOpener,” and the 
company is Pitney-Bowes, Inc., 
Stamford, Conn. 

Especially designed and priced 
for offices with relatively light in- 
coming mail, the new “MailOpener”’ 
brings to smaller business the same 
advantages that high-speed, auto- 
matic letter-opening machines have 
long given big business—the elimi- 
nation of slow, clumsy hand-slitting 
of envelopes. 

To operate; you lightly press the 
lever. A guarded spiral cutting 
blade trims off a threadlike en- 
velope edge, shearing open mail as 
fast as you can feed it. A self-ad- 
justing guard roller takes mail of 
practically any size or thickness. 


There is only one moving part. 

The housing is an aluminum allo 
die casting, finished in a soft tone of 
tan to harmonize with both tradi 
tional and modern desk tops. The 
lever and feed plate are finished i 
satin nickel. 

* 


Lightweight Folding Chairs, 
Strong And Comfortable 


There’s an attractive folding chai 
on the market, featuring durable 
lightweight construction and_ tai 
lored upholstery. 


Manufactured by Louis Rastetteé 
and Sons Co., 1304 Wall Street, Fo 
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COUPON 


THE RIGHT IMPRESSION 


The Payment Coupon Book you issue 
your Time Sales customer becomes his 
personal record. 

It should not only be arranged to 
facilitate the handling of payments 
but it should also enhance the cus- 
tomer's impression of your bank by 
its smart modern appearance. 

Allison renders a designing and 
copy service, which is available to all 
users of Special Printed Payment 
Books, without cost. 


Samples of what we have done 
for others and complete informa- 
tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, Indiana. 





CHIECK CERTIFIER 
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Absolute protection against forgery and alteration 


SECURITY CERTIFIER COMPANY 
5 Beekman Street New York, N.Y. 





* Reception Desk « Tellers’ Windows 


* Officers’ Desks © Information Desk 
Available in two styles of lettering. Will 


harmonize with any color desk or office, 
for further information, write to: 


Rastette 


eet. Fa 16 Hudson St., New York 13, N. Y. 
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PLASTICRAFT PRODUCTS CO. 


| Wayne 1, Ind., the new chair affords§) 


the maximum in solidity and 
spaciousness while offering th 
added advantage of space-saving 
folding. 

Easy to lift, fold or unfold, store 
away or move, the new model ha 
frames that are die-cast magnesium, 
the strongest, and lightest struc- 
tural metal. 


Seating comfort is guaranteed 


through the use of sponge rubbers | 
cushions and Naugahydre uphol- | 
stery which is both stain-proof and! 
washable. Naugahydre is available | 
in dark or light red, blue, green, 


and bone white. 


The chairs are finished in natural | 
walnut or | 


metallic, mahogany, 
maple color. 
* 


USAIRCO Markets New 
Air Conditioning Unit 


A new over-all design plus many 
improved engineered features have 
been added to the new Refrigerated 
Kooler-aire, central station “pack- 
aged” air conditioning unit, made 
by the United States Air Condi- 
tioning Corp., Minneapolis, Minn. 

Factory-engineered, assembled 
and tested, the R-K is a central 
station air conditioning unit that 
cools, dehumidifies, filters, circu- 
lates and ventilates air for ideal 
working and living’ conditions. 
Available in 9 sizes, ranging in 
capacities from 3 to 40 tons, this 
single, 3-in-one unit houses the re- 
frigeration compressor section; the 
air cooling, dehumidifying and cir- 
culating section; and the evapora- 
tive condenser section, in a bal- 
anced, efficient,. space-saving air 
conditioning system. 

The new design also features 
larger motors with full thermal 
over-load protection. It is also fire 
and vermin proof. 


Operation of 


system in operation, and it con- 


tinues automatically under a posi- | 


tive thermostatic control that ad- 


justs the system to temperature 


changes. 


During the winter, fall, and 
spring, the unit may be operated 
to circulate fresh air. Where de- 
sired, it can be used with heating 
coils to provide a heating system. 

Easy to install, the R-K comes 
completely wired and _ charged. 
Only three major connections are 
required with electrical. system, 
duct system, and water supply and 


| drain. 





the Refrigerated | 
Kooler-aire is simple and foolproof. | 
A push button control starts the | 


COLORS 
ARE BACK 


COLORED BILL STRAPS 


STEEL: 2 <tRONG 


HESE super-strong Bill Straps are 

again available in 7 colors for 
quick identification of package. Extra 
wide—1'2"— affording ample space 
for marking and stamping. Straps 
imprinted with amounts and gummed. 
Made of No. 1 colored Kraft. A 
favorite with Bank. everywhere. 


FREE SAMPLE SAO 


Write Today to Dept. A 


The C. L. DOWNEY Company 


HANNIBAL missouet 


s/s jp ?, 
Worlds Largest Mjrs. of Coin Wrappers 


CANCELLED 
CHECK CABINET 





The 14 drawers of this cabinet will house 7 
years of cancelled checks. Ideal for many other 
uses. Made of heavy gauge steel. Cabinet size, 
23%" wide, 37%” high, 2444” deep. Inside 
drawer, 10%" wide, 444” high, 24” deep. Olive 
green or gray, crinkle finish. No, 2414. . $63.75 


Money back guarantee. We 
pay all shipping charges. 


NATIONWIDE OFFICE SUPPLY CO. 


Dept. B-9 97 Atlantic Ave., Brooklyn 2, N. Y. 
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Bank Nett... .. 


Wm. Hever, Jr., Elected 
Vice President Of 
California Bank 


William Heuer, Jr., former execu- 
tive vice-president of the First Bank 
and Trust Company, South Bend, 
Indiana, has been elected vice presi- 
dent of California Bank, Los An- 
geles. 

A graduate of the University of 
Iowa Law School, Heuer entered 
banking in 1930 with the Continen- 
tal Illinois National Bank and Trust 
Company, Chicago, joining the First 
Bank and Trust Company staff four 
years later. He was elected execu- 
tive vice president of that institu- 
tion in September, 1946, shortly 
after his return from three year’s 
service in the Army Field Artillery 
where he served as captain in the 
New Guinea and Philippines cam- 
paigns and was awarded the Bronze 
Star. Heuer is a member of the 
Robert Morris Associates and the 
National Association of Cost Ac- 
countants. 


* 


Correspondent 
Banking In 1803 


The Philadelphia National Bank 
is commemorating its 145th anni- 
versary. The bank was founded 
August 3, 1803. In a special edition 
of the bank’s employee magazine, 
it publishes an interesting account 
of its correspondent system in the 
first year of its history. It will be 
interesting to all readers of Bank- 
ers Monthly to learn about the 
American system of correspondent 
banks 145 years ago. The article in 
the employees’ magazine is as fol- 
lows: 

“PNB started its correspondent 
bank system in the very first year 
of its history. It was in October, 
1803, a scant two months after the 
organization of the bank, that letters 
were addressed to various banks by 
George Clymer, our first president, 
proposing the establishment of mu- 
tual credits and redemption of notes. 

“In that month, and as a result 
of that correspondence, such a con- 
nection was established with the 
Merchants Bank of New York City, 
which had been organized four 
months before. The credit was not 
to exceed $30,000. This relationship 
has continued without interruption 
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ever since, having been carried on 
with the Bank of Manhattan Com- 
pany with which it merged in 1918. 
Just to throw the picture into prop- 
er perspective, in 1803 Philadelphia 
rather than New York City was the 
leading commercial and financial 
city in the United States. 

“PNB is particularly proud of our 
network of correspondent bank re- 
lationships. Cash letters are sent 
direct to approximately 1,000 com- 
mercial banks located throughout 
the United States and form the basis 
of the outstanding service we offer 
our customers in the collection of 
items drawn on any locality in the 
country. This corfespendent system 
is the result of years and years of 
emphasis on good relations with and 
good service to the country bank.” 


* 
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SECURITY. FIRST MATIOMAL BANE OF LOS ANGELES 
523 Dreseant Ave,, Avalon, Calif. 
by dente To Jemee 


Introduction Cards Issued 
By Security-First National 


Security-First National Bank of 
Los Angeles has introduced two 
new, colorful introduction cards, 
one for the convenience of its own 
depositors, and the other to help 
promote a “California welcome” for 
westbound customers of its corre- 
spondent banks. 

The new introduction cards are 


attractively illustrated and efficient. 
ly designed to facilitate introduction 
of new friends to both the Security- 
First National Bank and its eastern 
correspondents. The cards supplant 
the loose pieces of record data that 
previously complicated distribution 
and use of this type of form. 

The new form consists of a wal- 
let-size, “punch-out” introduction 
card for the customer, a specimen 
signature card for the correspondent 
bank, and a record copy for the 
issuing bank—all printed on a single, 
sheet which is divided into three 
sections by perforated lines. 

L, E. Friese, vice president of the 
bank’s Business Extension Depart- 
ment, said that, with each supply 
of cards, the correspondent bank 
will receive a small folder explain- 
ing their use and listing commu- 
nities of Central and Southern Cali- 
fornia in which Security-First Na- 
tional Bank has one or more of its 
126 branches. 

* 


Maxwell Elected 
Vice President Of 
Pacific National 


Willard Maxwell has been elected 
a vice president of the Pacific Na- 
tional Bank of Seattle. He started 
his banking career in Seattle 23 
years ago as a messenger at the old 
National City Bank. 

In recent years, he has partici- 
pated in many syndicates bidding on 
Washington municipal bonds, and 
has become an authority on many 
phases of municipal finance. He was 
one of the negotiators representing 
the City of Longview in purchasing 
its water system. Cities that have 
employed Maxwell as financial ad- 
visor to establish and promote the 
sale of revenue bonds include Long- 
view, Ellensburg and Bellingham. 


* 


John H. Hill has been made as- 
sistant vice president in charge of 
the Consumer Credit Department of 
the Fifth Third Union Trust Com- 
pany, Cincinnati, Ohio. He has been 
assistant manager of the Consumer 
Credit Department for the past 13 
years. 


* 


Tim J. Gallivan, vice president 
of Mercantile-Commerce Bank and 
Trust Company, St. Louis, Mo., has 
been appointed an Associate Mem- 
ber, to act in an advisory capacity, 
Committee on Methods, Forms and 
Operations, Installment Lending 
Division, Illinois Bankers Associa- 
tion. 
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Association Of Bank Women 
Will Meet In Detroit 


Arrangements are nearing com- 
pletion for the 26th Annual Meet- 
ing and Convention of the Associa- 
tion of Bank Women, which will be 
held at the Hotel Fort Shelby, De- 
troit, Michigan, Sept. 24th, 25th and 
26th. 

Miss Willa A. Riley, assistant vice 
president of the Florida National 
Bank of Jacksonville, is president 
of the Association and has appointed 
Miss Helen E. Gray, general chair- 
man. Miss Gray is Personnel As- 
sistant for Women, Northern Trust 
Company, Chicago, Illinois. 

Miss Gray reports that the plans 
provide for the utmost in fellowship, 
inspiration, and relaxation, coupled 
with a comprehensive program on 
“Progress with Vision.” Prominent 
guest speakers of national reputa- 
tion and members of the Association 
will address the group. .There are 
approximately 850 members of the 
Association, and a large attendance 
is anticipated. 


* 


Two Vice Presidents 
Elected By Republic 
National Of Dallas 


J. Howard Ferguson, president of 
the United States National Bank, 
Denver, Colorado, was recently 
elected vice president of the Repub- 
lic National Bank, Dallas, Texas. 

Prior to his association with the 
Denver bank, Mr. Ferguson was 
with General Electric Company; 
National Bank of Commerce, New 
York; French American Banking 
Corporation, New York; and the 
Commercial National Bank and 
Trust Company, New York. 


B. A. Cunningham, Jr., was also 
elected as a vice president. Mr. Cun- 
ningham has been with the bank 
since 1936 as a Petroleum Engineer 
in the Oil Department. 


* 


Television Brings 
New Depositors 


The National Shawmut Bank re- 
cently inaugurated a television pro- 
gram. A letter from John J. Barry, 
vice president, tells of specific re- 
sults already obtained. Mr. Barry 
Said: 

“Television has already brought 
us some business. We expect it will 
bring a lot more, Our system for 
tracing is not too accurate. As a 
matter of fact, I don’t know of any 
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MORE THAN 200,000 
TELEPHONE EMPLOYEES 


ARE BUYING TELEPHONE STOCK 
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"Tury work for the Telephone Company and they 
are buying American Telephone and Telegraph 
Company stock through regular payments out of 
wages—in accordance with a special company offer. 


They are your friends and neighbors in the tele- 
phone business — home town folks who may live 
right next door or across the street. You'll find them 
in countless cities, towns and rural areas throughout 
the United States. They are acquiring a stake in 


the business. 


These men and women employees are part of the 
capitalists — hundreds of thousands of them from 
all walks of life — whose savings make it possible 
for America to have the finest telephone service in 


the world. 


BELL TELEPHONE SYSTEM 





infallible system for tracing adver- 
tising results; but all employees of 
the bank opening new accounts are 
instructed to probe the customer 
thoroughly in an effort to determine 
what medium or media attracted 
them to our institution. 

“We realize that all of our adver- 
tising has an accumulative value 
and that it is unlikely that any 
single medium is_ responsible. 
Nevertheless, a number of persons 
who have opened new accounts in 


recent weeks have told us that it 
was because of our television pro- 
grams on the air. 

“The number of sets in this area 
is increasing slowly and we will not 
have a large audience for some time 
to come. It may be a matter of years. 
We believe our initial costs will be 
justified, however, by the results to 
be expected in the future, and at 
the same time, we are able to secure 
broadcast periods which later should 
become very valuable.” 
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while you’re attending - 
the a.b.a. convention 


visit RAND M¢NALLY 


in booth no. ar 


at the educational display of io 
BANK SERVICES — |: 
& EQUIPMENT |: 


in the statler hotel “ 
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Madison School Of 
Banking Sets A Record 
in Adult Education 


David A. Auch, president of the 
Central States Conference and Sec- 
retary of the Ohio Bankers Associa- 
tion, says that one instructor for 
approximately every four students 
is something of a record even for 
the record-breaking School of 
Banking at the University of Wis- 
consin, sponsored by the Confer- 
ence, which concluded its fourth an- 
nual session at Madison on Sept. 4. 

Harry C. Hausman, chairman of 
the Board of Trustees of the School 
and secretary of the Illinois Bank- 
ers Association, says that the group 
of 125 instructors and the assembly 
of over 450 bankers from 27 states, 
ranging from junior officers to bank 
presidents, comprised the largest 
assemblage of adults for specialized 
banking education ever undertaken 
in the Middle West. 


* 


Manufacturers Trust Co. 
Announces Promofions 


Manufacturers Trust Company, 
New York, announces that Messrs. 
Herbert L. Grant, William F, Lan- 
driau and Harold A. Walsh have 
been advanced from assistant sec- 
retary to assistant vice president. 

Both Mr. Grant and Mr. Landriau 
came to the bank in 1932 through 
the merger with the Chatham Phe- 
nix National Bank, Mr. Grant hav- 
ing begun his banking career with 
the Royal Bank of Candda in 1914, 
and Mr. Landriau with the same 
bank in 1915. Mr. Walsh has been 
with the bank since 1931, having 
started with the, old Gotham Na- 
tional Bank in 1915. 

At present, all three men are in 
the bank’s Business Development 
Department. Mr. Grant represents 
the bank in Southern New England 
and Long Island; Mr. Landriau in 
New York State, and Mr. Walsh in 
North Dakota, Minnesota and Wis- 
consin. 

Messrs. Nathan E. Evans, Angus 
M. MacDonald and Charles F. Mac- 
Lellan have been appointed assist- 
ant secretaries. 

Mr. Evans ‘came to the bank in 
1918 through the merger with the 
Columbia Bank. At present he is in 
the Comptrollers Department and 
has been treasurer of the Manu- 
facturers Safe Deposit Company 
since 1941. 

Mr. MacDonald came to the bank 
in 1932 through the merger with 
the Chatham Phenix National Bank. 
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He is now in the Personnel Division 
of the Comptrollers Department. 
Mr. MacLellan became affiliated 
with the bank in 1940, and after an 
absence of several years with the 
Armed Forces returned to the bank 
in 1946. He is now in the Business 
Development Department and rep- 
resents the bank in the Southwest. 
* 


A. J. Gock Celebrates 
45 Years In Banking 


Fellow Bank of America officers 
and associates paid tr.bute to A. J. 
Gock, chairman of the bank’s board 
of directors on the 45th anniversary 


of his embarkation on a banking | 


career. 
The chairman of the board of the 
largest bank in the world started 


his career with the City and County | 


Bank of San Francisco 45 years ago, 
becoming associated with Bank of 
America, then Bank of Italy, in 
1912. He became an officer of the 
bank in 1914, vice president and 
director in 1925, vice chairman of 
the board of directors in 1935, and 


came to Los Angeles in charge of the | | 


bank’s Southern California activ- 
ities in 1939. 

In. 1945 he was elected chairman 
of the board of directors, succeeding 
A. P, Giannini, who retired at that 
time with the honorary title of 
founder-chairman. 

* 
A. J. L. Haskell, formerly first 


agent of the Bank of Montreal in | 


New York, has been named to the 


newly created post of deputy gen- | 
eral manager. For the past three | 


years he has been an assistant gen- 


eral manager at the Bank’s head | 


office in Montreal. 


The Bank’s general manager is | 


Gordon R. Ball who was in charge 
of the Bank of Montreal Agency in 
New York before his present ap- 
pointment last year. 


* 
New Officers For 
First Of Phoenix 


Russell S. Courts, who has been 
employed by the First National 
Bank of Arizona in Phoenix for the 
past 28 years, has been promoted 
to the position of cashier. Also 
Sherman Hazeltine, president of the 
Bank of Arizona at Prescott has 
been elected to the board. 

* 

Bank of America has added Nel- 

son W. Monfort as vice president to 


its International Banking Depart- 
ment. He will represent the bank on 
the Continent, 
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Manned by officials with years of 
experience, our Correspondent 
Bank Division renders a complete 
service, conducted in an intimate 
and personalized manner. 


Cooperation is our guiding policy. 





calling 


all unit 
banks 
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Tuts Los Angeles independent 
bank, with over $150,000,000 in 
resources, would like to handle 
your cash and collection items 
for you...would welcome an ac- 
count from your bank...would 
appreciate the opportunity of 
serving your customers when 
they come to Southern California 


Union Bank & Trust Co 
G 
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New Branch Building For 
Commerce Union Bank Of Nashville 


The first of five branches, to be 
built in Nashville, Tennessee, by 
Commerce Union Bank this year, 
was opened recently at Seventeenth 
Avenue, North, and Church Street 
when thousands of visitors inspected 
the building. Edward Potter, Jr., 
president of Commerce Union Bank, 
had charge of the ceremonies. 

Williamsburg Colonial in design, 
the new bank is set back 15 feet 
from the sidewalks and has only 
one entrance—on Church Street. 
Grounds have been landscaped in 
keeping with the Colonial pattern. 

Ample parking space has been 
provided, with parking entrances 
from both Seventeenth and Church. 
Fifty cars may be accommodated 
at one time. 

The building is fireproof and is 
air conditioned. The floor of the 
main banking room is of marble and 
the wainscoted walls are painted 
Williamsburg blue. All hardware is 


of polished brass, and Venetian 
blinds hang at the windows. 

Among the unique features of the 
main floor is a lounge for the con- 
venience of the customers. The en- 
closure is furnished with chairs, 
desks and tables. In addition to the 
lounge, there is a private office, with 
wall-to-wall carpeting and walnut 
furniture, on the main floor, 

The basement of the building 
contains the heating plant; vaults, 
which extend down from the main 
floor; and record rooms. 


All banking services are offered. 
D. Judson Ellis, who was formerly 
bank auditor at the main office of 
Commerce Union, is manager of the 
new branch. 

Savings account No. 1, was given 
Michael Lee Ferrell, the baby born 
at near-by St. Thomas Hospital, at 
the time nearest the opening hour 
of the bank. 


Main banking room of 
The Commerce Union 
Bank's new  Seven- 
teenth Street branch 


| Calendar Of Events | 


American Bankers Association 
Sept. 26-29 American Bankers Association, 
Annual Convention, Detroit, Mich. 


Oct. 13-15 22nd Annual Western Regional 
Trust Conference, Portland, Oregon. 


Nov. 4-5 17th Annual Mid-Continent Trust 
Conference, Chicago, Illinois. 


State Associations 

Oct. 3-5 Kentucky, Brown Hotel, Louisville. 

Oct. 17-19 Vermont, Fall Meeting, Mountain 
View House, Whitefield, N. H. 

Oct. 25-27 lowa, Annual Convention, Hotel 
Fort Des Moines, Des Moines. 

Nov. 10-11 Nebraska, Hotel 
Omaha. 


Fontenelle, 


Other Organizations 


Sept. 22-24 Mortgage Bankers Association 
of America, 35th Annual Convention, 
Hotel Commodore, New York City. 
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Sept. 24-26 Association of Bank Women, 
Hotel Fort Shelby, Detroit, Mich. 

Oct. 7-9 Amer. Safe Deposit Assn., Annual 
Meeting, Hotel Somerset, Boston, Mass. * 

Oct. 10-13 N.A.B.A.C., Hotel Ansley, Atlanta. 

Oct. 20-23 Consumer Bankers Association, 
28th Annual Meeting, Carolina Hotel, 
Pinehurst, N. C. 

Oct. 25-27 Robert Morris Associates, Statler 
Hotel, St. Louis, Mo. 

Nov. 8-9 National Assn. of Suggestion Sys- 
tems, Hotel Drake, Chicago. 

Nov. 8-12 United States Savings and Loan 
League, New York, N. Y. 

Nov. 29-Dec. 2 Financial Public Relations 
Association, Annyal Convention, Holly- 
wood Beach Hotel, Hollywood, Fla. 


Schools of Banking 


Aug. 22-Sept. 4 School of Banking at the 
University of Wisconsin, Madison. 
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commnytk designing... : 
when we plan your banks new quovitere | 


We’ve developed an unusual technique for 
creating your bank’s new quarters .. . we 
call it teamwork designing! Planners, archi- 
tects, engineers, equipment and construction 
experts work together on the actual designing 
of your bank’s project. Such close coordina- 
tion is important because bank architecture 
is different from other building work. In 
bank designing the building revolves around 
your bank’s equipment, space arrangements 
and work flow. The finished job is simply an 
architectural translation of your bank’s 


. 
write today . . . if your bank is contemplating new 
quarters, get the facts on our organization of bank specialists 
today. We will design, equip and build your bank . . . you can 
engage us for any one or all three of the services. 


functional business requirements. Obviously 
then, the men who design, equip and build 
your quarters must not only be highly 
specialized in this field but must also under- 
stand each others problems thoroughly. 
Teamwork designing accomplishes this by 
combining the abilities and technical skills 
of all factors at the outset .. . in the basic 
designing stage! This. careful approach to 
designing has enabled us to produce out- 
standing quarters for banks all over the 
nation. Let us help you plan yours! 


WEST COAST OFFICE. Suite 414-415, 57 Post Street, San Francisco 4, California 


Equipment Corporeition 


America’s most experienced bank designers—builders (2 


OF AMERICA 


NINTH & SIDNEY STS * ST. LOUIS 4,MO.,U.S_A 
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Banks that use La Monte Safety Paper 
create a sound basis for customer 
satisfaction and good will for they 
are providing their clients with the 


world’s best check paper. 





SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 
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A Paper All Your Own . 
Thousands of banks and many of the larger corporations 
use La Monte Safety Papers with their own trade-mark or 
design made in the paper itself. Such INDIVIDUALIZED check 
paper provides maximum protection against both altera- 






. tion and counterfeiting — makes identification positive. 
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